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The  Annual  Awards 

Board 


Once  again,  USAREC’s  sergeants 
major  joined  together  to  select 
winners  and  reward  excellence.  A 
recurring  theme  this  year,  as  in 
years  past,  was  the  difficulty  in 
selecting  among  so  many  excellent 
candidates. 

“They  were  so  close  in  many  cate- 
gories. I am  referring  to  the  winner 
and  the  runner-up,”  said  CSM  Er- 
nest H.  Hickle.  " Often  it  was  only 
a point  or  two  that  separated  the 
winner  from  the  runner-up.” 

uWhat  really  came  across  in  this 
board  was  the  candidates’  love  for 
the  Army,”  said  CSM  Jose  Morrell. 
“They  all  loved  being  soldiers.” 

wThis  group  was  pretty  sophisti- 
cated,” said  SGM  Joseph  Gamer. 
wThey  knew  the  material  and  they 
didn't  display  too  many  nerves.” 

CSM  Boyd  Bowers  agreed.  "Know- 
ing what  we’ve  got  out  there  in  the 
brigades,  we  expected  to  see  what 
we  did  see  — excellence.” 

"I  am  really  impressed  by  the  num- 
ber of  candidates  who  war-gamed 
back  at  the  office,”  said  CSM 
Donna  Montgomery.  "That’s  really 
taking  care  of  soldiers  on  the  parts 


of  senior  NCOs.  Those  first  ser- 
geants and  battalion  sergeants 
major  really  worked  with  some  of 
these  candidates,  to  ensure  they 
were  as  prepared  as  possible  for 
this  board.” 

CSM  Robert  Finch  said  it’s  not  too 
early  to  start  preparing  for  next 
year’s  board.  "You  have  to  have 
the  very  latest  information,  keep 
abreast  of  things,  including  regula- 
tions and  current  events.  And 
don’t  be  mechanical.  Develop  a 
board  presence  that’s  both  respect- 
ful and  relaxed.” 


The  Board 

This  year’s  board  was  comprised  of 
the  following  members: 

CSM  Ernest  Hickle,  HQ  USAREC 
SGM  Bernardo  SanFeliz,  HQ  USAREC 
SGM  Joseph  Garner,  Recr  & Reten  Sch 
SGM  Robert  Finch,  RSC 
CSM  Donna  Montgomery,  1st  Bde 
CSM  Jose  Morrell,  2d  Bde 
CSM  Boyd  Bowers,  5th  Bde 
CSM  David  Gardner,  6th  Bde 
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Army  Ideas  for 
Excellence 

B The  commanding  general, 

MG  Kenneth  W.  Simpson  wants 
to  eliminate  roadblocks  to  qual- 
ity recruiting  and  improve  the 
quality  of  life  for  recruiters  and 
their  families.  The  Army  Ideas 
for  Excellence  Program  (AIEP) 
is  an  excellent  vehicle  to  assist 
the  CG  in  doing  just  that. 

Accordingly,  the  CG  requests 
all  military  and  civilian  person- 
nel submit  at  least  one  sugges- 
tion into  the  AIEP  during  this 
fiscal  year.  Your  idea  should  be 
submitted  in  writing,  using  DA 
Form  1045  (AIEP  Proposal)  and 
should  propose  ways  to  improve 
efficiency,  morale,  safety,  elimi- 
nate waste  and  redundancy  of 
functions,  or  save  human  or 
other  resources. 

Not  every  adopted  suggestion 
is  implemented  command-  or 
Armywide.  The  command  also 
approves  ideas  that  may  impact 
your  immediate  area  only. 

This  program  affords  the  CG 
an  opportunity  to  grant  cash 
awards  from  $25  to  $10,000  to 
both  military  and  civilian  per- 
sonnel. There  is  no  other  pro- 
gram to  recognize  and  reward 
deserving  personnel  in  this  man- 
ner for  significant  contributions 
to  this  command  and  to  this 
Army.  The  CG  intends  to  use  it. 

The  CG  wants  your  participa- 
tion in  this  program.  Remem- 
ber, he  wants  at  least  one  idea 
this  fiscal  year,  from  every  sol- 
dier and  civilian  employee  of 
this  command. 

If  you  do  your  part,  the  CG 
will  ensure  that  evaluators 
make  every  effort  to  approve  all 
or  part  of  your  good  ideas. 

“Together,”  says  the  CG,  “we 
can  make  it  happen.” 


Annual  Award  for 
Excellence 

B Congratulations  to  every  bat- 
talion nominated  for  the  Annual 
Award  for  Excellence.  This  pres- 
tigious award  recognizes  recruit- 
ing excellence  and  rewards 
USAREC’s  best  battalion  on  an 
annual  basis.  The  major  points 
of  evaluation  were  leadership, 
training,  production,  adminis- 
tration, and  recruiter/civilian 
quality  of  life. 

US  Army  Recruiting  Battal- 
ion Montgomery,  was  selected 
as  the  top  battalion  in  the  com- 
mand this  year.  Congratula- 
tions, Montgomery! 

POC  is  Mr.  Hinrichs,  DSN 
464-0686  or  1-800-223-3735, 
ext.  4-0686. 

Aspin  resigns  as 
defense  secretary 

B Secretary  of  Defense  Les 
Aspin  intends  to  resign,  effec- 
tive Jan.  20,  said  President  Bill 
Clinton  in  a Dec.  15  announce- 
ment. The  resignation  will  occur 
one  year  after  Clinton  took  of- 
fice. 

Aspin  gave  no  specific  reason 
for  resigning.  But  he  said  that 
after  working  continually  for 
more  than  20  years  to  help 
build  a strong  American  mili- 
tary, “It’s  time  for  me  to  take  a 
break  and  to  undertake  a new 
kind  of  work.” 

Clinton’s  choice  for  Aspin’s  re- 
placement is  retired  Adm. 

Bobby  Ray  Inman,  who  was  dep- 
uty director  of  the  Central  Intel- 
ligence Agency  in  the  Reagan 
administration.  Under  Presi- 
dent Carter,  Inman  was  head  of 
the  National  Security  Adminis- 
tration. He  retired  from  active 
duty  in  1982  and  is  62  years  old. 

The  secretary  expressed  pride 
in  the  work  he  and  Clinton  have 
accomplished  “over  the  past 
year  to  reshape  our  American 
military  to  deal  with  the  new 


dangers  of  a vastly  changed  world. 

“We  now  have  a new  working 
consensus  about  how  much  we 
should  spend  on  defense,”  Aspin 
said.  “As  a result,  this  year  we 
have  been  able  to  focus  our  agenda 
at  home,  because  we  have  agreed 
on  our  military  effort  and  what  we 
need  to  remain  strong.” 

Aspin  recounted  how  he  and  the 
president  worked  with  the  services 
to  find  common  ground  on  “some 
very  difficult  social  issues  that 
could  have  distracted  us  from 
maintaining  a ready-to-fight  force.” 
He  added  that  dealing  with  all  of 
the  changes  made  for  a challeng- 
ing, interesting  year. 

In  thanking  Aspin  for  his  ser- 
vice, Clinton  called  him  a long- 
time friend  and  close  adviser  who 
was  valued  as  a key  member  of  the 
national -security  team.  He  cred- 
ited the  secretary  with  helping 
launch  creative  responses  to  the 
fundamental  changes  of  this  era  — 
from  “the  dissolution  of  a Soviet 
empire,  to  the  growing  challenges 
of  ethnic  conflict  and  weapons  pro- 
liferation. 

“He’s  provided  steady  leadership 
for  the  entire  defense  community, 
as  it  has  confronted  the  inevitable 
downsizing  that  accompanied  the 
end  of  the  Cold  War,”  Clinton  said. 
He  added  that  Aspin  has  been  the 
first  to  voice  concerns  for  the  men 
and  women  in  uniform  who  shoul- 
der the  burden  of  national  security. 

The  55-year-old  secretary,  who 
was  swom-in  last  January,  had 
heart  surgery  shortly  after  taking 
office.  He  arrived  at  the  Depart- 
ment of  Defense  after  35  years  of 
public  service.  Before  his  selection 
as  secretary,  Aspin  was  chairman 
of  the  House  Armed  Services  Com- 
mittee. His  public  service  included 
two  years  as  an  Army  officer,  from 
1966  to  1968. 

Almost  two  years  ago,  the  1960 
Yale  University  graduate  stated 
his  views  on  the  need  for  a smaller, 
more  mobile  military.  As  defense 
secretary,  he  was  called  on  to  help 
plan  the  force’s  downsizing. 

Clinton  said  that,  after  Aspin 
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“takes  the  break  he  has  re- 
quested,” he  hopes  Aspin  will 
consider  other  assignments  for 
the  administration. 

Army  News  Service 

(From  a release  by  the  Mili- 
tary District  of  Washington 
Public  Affairs  Office.) 

SDT scores  re- 
flect college  credit 

■ Self-Development  Test 
scores  may  now  be  used  to  de- 
termine credit  for  college,  ac- 
cording to  the  American 
Council  on  Education  (ACE). 

ACE  recently  reviewed  the 
SDT  and  found  that  “Colleges 
and  universities  reviewing  an 
NCO’s  MOS  experience  for 
(the)  purpose  of  granting  credit 
should  feel  confident  in  grant- 
ing credit  for  (SDT)  scores  of  70 
percent  or  more.” 

However,  ACE  concluded  by 
cautioning  educational  institu- 
tions against  using  only  SDT 
scores  for  recommending  aca- 
demic credit. 

In  its  upcoming  newsletter, 
“The  Center  Update,”  ACE  will 
include  an  article  that  tells  col- 
leges to  check  soldiers’  records 
to  verify  SDT  scores  are  70  or 
better  before  granting  academic 
credit.  That  information  will 
also  appear  in  the  next  update 
to  the  “Guide  to  the  Evaluation 
of  Educational  Experiences  in 
the  Armed  Services.”  The  hand- 
book is  available  in  military  ed- 
ucation centers  and  educational 
institutions. 

Soldiers  can  find  which 
course  or  program  credits  are 
recommended  for  their  MOS 
skill  level  by  turning  to  the  ap- 
propriate “MOS  exhibit”  in  the 
handbook. 

For  more  information  on 
using  SDT  scores  for  college 
credit,  contact  the  US  Army 
Training  Support  Center,  Fort 
Eustis,  Va.,  at  DSN  927-4534 
or  commercial  (804)-4534. 


Army  plans  re- 
structuring of 
Guard,  Reserve 

■ The  Army  leadership  has 
major  changes  in  mind  for  its 
Reserve  component. 

At  a Pentagon  briefing,  Dec. 
10,  Secretary  of  Defense  Les 
Aspin  announced  a five-year 
plan  to  reduce,  restructure  and 
realign  the  Army  National 
Guard  and  the  Army  Reserve. 

The  proposal  calls  for  a reduc- 
tion from  the  fiscal  1993  end 
strength  of  702,000  to  575,000 
in  1999.  That  breaks  down  to  a 
Guard  loss  of  about  56,000  and 
72,000  for  the  Reserve. 

In  addition  to  the  cuts,  each 
force  will  have  a refined  focus. 
The  Guard’s  wartime  mission 
will  be  combat;  in  peace,  it  re- 
tains its  traditional  role  of  aid- 
ing disaster  victims  at  home. 
The  Reserve  will  focus  on  com- 
bat support  and  combat  service 
support. 

To  accomplish  their  missions, 
the  Guard  and  Reserve  will 
have  to  swap  some  units.  The 
Guard  will  gain  artillery,  avia- 
tion, mechanized  infantry, 
armor  and  Special  Forces  units. 
In  turn,  it  will  relinquish  medi- 
cal, signal,  transportation  and 
military  police  units  to  the  Re- 
serve. 

The  plan  is  in  keeping  with 
the  Bottom-Up  Review,  which 
stresses  power  projection  — de- 
ploying troops  from  the  United 
States  to  wherever  in  the  world 
they’re  needed.  In  the  event  of 
two  simultaneous  conflicts,  the 
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Army  would  rely  heavily  on  its 
Reserve  component. 

“The  plan  is  one  of  the  mecha- 
nisms we  will  use  to  make  the 
Bottom-Up  Review’s  promise  of 
increased  reliance  on  the  Re- 
serve a reality,”  Aspin  said. 

Army  News  Service 

AIDS  policy 
changes 

■ Major  changes  are  in  the 
works  regarding  the  way  Army 
personnel  managers  deal  with 
HIV-positive  soldiers.  A revised 
Army  Regulation  600-110,  Iden- 
tification, Surveillance  and  Ad- 
ministration of  Personnel 
Infected  with  Human  Im- 
munodeficiency Virus  (HIV),  at- 
tests to  that. 

In  the  past,  Army  policy  was 
not  to  allow  HIV-positive  sol- 
diers overseas.  That  policy  has 
been  expanded,  according  to 
MAJ  David  G.  Peterson,  a per- 
sonnel policy  analyst  with  Of- 
fice of  the  Deputy  Chief  of  Staff 
for  Personnel. 

“A  change  ..  . precludes  as- 
signing HIV-infected  soldiers  to 
TOE  units,”  he  said.  “They  will 
be  assigned  only  to  TDA  units 
based  in  the  United  States  and 
Puerto  Rico  so  they  will  not  be 
subject  to  deployment.” 

Peterson  said  the  new  policy 
allows  HIV-infected  troops  to  re- 
classify into  other  specialties 
and  to  received  additional  skill 
identifiers  and  skill  qualifica- 
tion identifiers,  giving  them 
some  latitude  in  managing 
their  Army  careers. 

“Also,  there  will  be  a much 
stronger  emphasis  on  HIV  edu- 
cation as  a requirement  at  the 
unit  level,”  Peterson  said. 

“We’ve  put  more  teeth  and  di- 
rection into  the  program.  Em- 
phasis wasn’t  as  strong,  but 
now  it’s  a major  focus.” 

The  policy  will  be  im- 
plemented in  early  1994. 

Army  News  Service 
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DEP  Management 


DEP  management  is  a daily  issue  at  all  lev- 
els within  USAREC.  Sadly  enough,  DEP 
is  a sore  subject  as  we  continue  to  lose  more 
ground  with  each  passing  day.  You  need  to 
understand  the  severity  of  this  problem  and 
what  you  can  do  to  fix  it. 

As  you  may  know,  USAREC  has  two  specific 
manpower  missions,  DEP  (contract)  and  Acces- 
sion. Failure  to  meet  these  missions  seriously 
hinders  total  Army  readiness.  Looking  from  the 
“Big  Picture”  perspective,  the  issue  of  excessive 
DEP  losses  brings  up  some  very  disconcerting 
facts.  USAREC’s  average 
DEP  loss  rate  normally  ex- 
ceeds the  command  stan- 
dard of  9 percent.  Can 
you  remember  when  the 
standard  was  7 percent? 

Granted,  some  battalions 
operate  under  9 percent; 
however,  many  do  not. 

When  a recruiter  takes 
a DEP  loss,  all  levels  of 
command,  from  station 
commander  to  the  com- 
manding general,  suffer. 

We,  as  a command,  suffer 
in  many  respects.  The  loss  of  training  seats 
costs  the  command,  and  the  Army,  a huge 
amount  of  money.  Administrative  work  loads  in- 
crease as  staff  personnel  deal  with  the 
paperwork  associated  with  a DEP  loss. 

The  recruiter,  however  assumes  the  most  dif- 
ficult task.  He  or  she  must  not  only  continue  to 
prospect  and  process  for  the  original  mission, 
but  also  do  additional  work  to  make  up  the  loss 
and  achieve  mission  box  in  that  RSM.  Given 
the  short  amount  of  time  you  may  be  faced  with 
to  make  up  the  loss,  it  is  very  possible  the  mis- 
sion will  be  missed.  This  does  not  relieve  you  of 
the  responsibility  to  make  up  the  DEP  loss.  A 
major  part  of  the  problem  starts  with  recruiters 


ignoring  the  loss,  which  causes  devastating  ef- 
fects to  the  command’s  mission  posture.  The 
fact  is,  some  battalions  have  to  contract  13  or 
14  months  of  mission  just  to  cover  the  year’s 
DEP  loss  and  attain  1 00  percent  mission 
achieved  for  the  year.  The  question  is,  what  can 
be  done  to  fix  this  problem? 

The  first  step  is  to  come  in  on  the  ground 
floor.  The  basis  for  any  Army  program  is  the  reg 
ulatory  guidance  that  supports  it.  USAREC  has 
several  regulations,  pamphlets  and  soon,  a re- 
vised recruiting  manual  to  provide  direct  guid- 
ance and  give 
suggestions  for  proper 
DEP  management.  Be- 
come familiar  with 
these. 

If  you  believe  you  al 
ready  know  the  poli- 
cies, periodically 
review  them.  You  may 
just  learn  something 
that  may  save  a DEP 
loss  down  the  road.  If 
every  recruiter  cut  his 
DEP  loss  total  by  one, 
the  total  would  equate 
to  over  6,000  contracts  that  would  not  have  to 
be  made  up!  Review  UR  601-95,  UR  350-6/7, 
UP  350-7,  and  UM  100-5.  They  will  guide  you. 

Then  you  should  examine  your  DEP  pro- 
gram. The  DEP  program  is  comprised  of  many 
parts  that  combine  to  form  the  program  itself. 
Care  must  be  taken  to  incorporate  all  facets  of 
the  program  into  your  own  DEP  management 
plan.  Let’s  review  some  of  the  parts  of  the  DEP 
program  which  may  help  you  the  most. 

DEP  Orientation 

This  is  the  first  meeting  with  your  new  sol- 
dier. It  should  be  scheduled  no  earlier  than  3 
days  and  not  later  that  10  days  after  enlist- 
ment. The  DEP  member  should  have  his  or  her 
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DEP  training 
should  be  informa- 
tive and  relevant  to 
the  soldiers  being 
trained. 

Guide  for  New  Soldiers,  contract,  and  any  ques- 
tions he  or  she  may  have.  During  this  meeting 
you  must  try  to  uncover  and  avert  any  potential 
problems.  One  such  problem  Is  “buyer’s  re- 
morse.” Buyer’s  remorse  is  described  as  having 
second  thoughts  about  the  merchandise  pur- 
chased, and  is  why  part  of  your  orientation 
must  involve  a re-sale  of  the  soldier  and  his 
commitment  to  the  Army.  This  is  your  combat 
element  to  defeat  buyer’s  remorse. 

Suggestion:  Treat  the  soldier  as  a soldier.  Ex- 
plain military  customs  and  courtesies  and  how 
to  behave  in  the  presence  of  NCOs  and  officers. 
This  will  give  the  soldier  a positive  feeling  about 
themselves  and  reinforce  their  commitment  to 
the  Army.  In  the  case  of  seniors,  involve  the  par- 
ents in  the  orientation.  Your  best  ally  with  a 
shaky  senior  can  be  the  parent.  Granted,  this 
may  not  always  be  true,  however,  you  will  never 
know  unless  you  attempt  to  get  them  involved. 

DEP  Functions/Musters 

You  must  be  innovative!  Simply  gathering 
your  DEP  for  pizza  is  not  enough.  Develop  your 
DEP  functions  with  the  same  planning  you 
would  use  to  train  a line  platoon.  The  training, 
and  there  must  be  training,  should  be  informa- 
tive and  relevant  to  the  soldiers  being  trained. 
These  new  soldiers  can  benefit  by  the  head 
start  you  give  them.  Subjects  should  mirror 
those  taught  in  basic  training.  Get  your  CLT  in- 
volved. Soldiers  are  impressed  by  the  mere  pres- 
ence of  senior  personnel.  You  should  impress 
upon  the  soldier  who  these  people  are  and  their 
status.  This  again  serves  to  build  a team  con- 
cept, one  they  will  be  less  likely  to  want  out  of. 

DEP  Follow-Up 

The  single  most  important  item  of  DEP  man- 
agement is  DEP  follow-up.  Too  many  times,  a 
recruiter  fails  to  maintain  contact  with  a new 
soldier,  who,  in  turn,  becomes  disillusioned 
with  his  commitment,  ultimately  becoming  a 
loss.  DEP  follow-up  is  mandatory,  period!  You 


have  no  option.  Effort  must  be  made  to  follow 
the  contact  requirement  set  forth  in  USAREC 
regulation. 

Consider  this:  A DEP  member  who  cannot  be 
easily  located  probably  doesn’t  want  to  be  lo- 
cated. This  is  an  obvious  indicator  that  a prob- 
lem exists.  Again,  you  cannot  know  of  a 
problem  unless  you  talk  to  the  soldier.  Care 
must  be  taken  to  totally  and  completely  im- 
press upon  these  soldiers  that  it  is  their  respon- 
sibility to  update  you  on  their  status  weekly. 
This  should  be  accomplished  during  the  DEP 
orientation.  Failure  to  do  so  will  inevitably  lead 
to  problems. 

During  face-to-face  encounters  remember  to 
check  height  and  weight  as  well  as  metal  and 
moral  status.  One  rule  to  remember  is,  take 
nothing  for  granted.  Trust,  but  verify. 

DEP  Ownership 

This  is  where  the  rubber  meets  the  road.  You 
must  thoroughly  understand  that  the  moment 
you  establish  rapport  with  your  prospect,  you 
have  assumed  responsibility  for  that  individual, 
no  matter  what  the  outcome.  You  must  take  a 
personal  interest  in  your  soldiers,  and  let  them 
know  you  are  truly  interested  in  them  and  their 
futures.  This  kind  of  interest  will  build  a solid 
trust  bond  between  you  and  your  soldiers  that 
will  be  extremely  hard  to  break.  The  result  is  a 
solid  DEP  program  and  an  improved  ship  rate. 

Professional  Conduct 

This  area  is  of  special  concern.  You  do  not 
have  to  be  reminded  that  you  are  a profes- 
sional. Conduct  yourself  accordingly.  Ensure 
your  conduct  around  DEP  members,  as  well  as 
applicants,  is  beyond  reproach.  There  is  no 
place  for  unprofessional  behavior,  bad  lan- 
guage, et  cetera.  This  can  and  will  destroy  your 
credibility.  Be  conscious  of  this  fact?  it  can  af- 
fect you  when  you  least  expect  it  to. 

As  you  can  see,  a DEP  problem  can  be  easily 
fixed,  but  only  through  YOUR  efforts.  Hopefully, 
these  ideas  will  prove  helpful  to  you.  If  you  need 
help,  ask  for  it.  Leadership  stands  ready  to  as- 
sist you.  We,  as  a command,  need  to  fix  this 
problem,  and  it  all  starts  with  you.  Make  sure 
you  catch  the  next  DEP  management  article  in 
the  upcoming  Recruiter  Journal. 

SFC  Harold  L.  Francis 


Comments  and  suggestions  lor  future  arti- 
cles should  be  addressed  to  SFC  Francis  at 
1-800-223-3735,  ext.  4-8991. 
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Ad-Vantage 


Check  it  out  — 


How  does  an  Army  enlistment 
compare  to  taking  a job  at  the 
minimum  wage?  America's  young 
men  and  women  might  be  sur- 
prised to  learn  that  a single  adult 
working  at  the  minimum  wage 
would  earn  only  $680  a month,  or 
$8,840  a year,  based  upon  a 40-hour 
work  week.  Take  a look  at  the 
Army  advantage! 

Army  Monthly  Pay  $933 

(E-2  no  dependents) 

Minimum  Wage 

Monthly  Pay  $680 

(40-hr  week  <5>  $4.25/hr)  

Army  advantage  per  month  $253 

The  next  chart  compares  some  of  the 
tangible  benefits  of  an  Army  enlistment 
versus  working  at  a minimum  wage  job. 
Note  that  it  doesn’t  list  the  intangible 
benefits  of  an  Army  enlistment,  such  as 
guaranteed  skill  training,  travel,  adven- 
ture, a chance  to  mature,  and  the  possi- 
bility of  a military  career  and  eventual 
retirement  benefits. 


Army  Minimum 

Enlistment  Wage 


Housing  and  meals  None 

Paid  vacations  None 

Medical  benefits  None 

Medical  leave  None 

Gl  Bill  $11,700  (2yr)  None 

ACF  $20,000  (2yr)  None 

CONAP  Program  None 

Cost  of  living  increases  None 


PX/Commissary  privileges  None 

Those  of  us  already  serving  in  the 
Army  may  take  all  these  tangible  and 
intangible  benefits  for  granted,  but  to 
the  average  young  man  or  woman  who 
has  graduated  from  high  school  and  is 
entering  the  work  force,  these  benefits 
are  not  matched  by  other  entry  level 
jobs,  many  of  which  are  menial,  dead- 
end jobs. 


Remove  this  page  and 
put  it  in  your  salesbook. 


ReguCarJArmy  ‘Recruiter 

of  the  year 


rilhe  new  RA  Recruiter  of 
A the  Year  for  FY  93  is 
SFC  Michael  A.  Diestel,  of 
Oceanside  (Calif.)  Recruit- 
ing Station,  Santa  Ana 
Battalion. 

Originally  from  St.  Louis, 
Diestel  enlisted  in  1982  as 
a military  policeman  and 
began  production  with 
USAREC  in  March  1992. 
He  really  liked  being  an  MP, 
but  he  thinks  now  he  may 
have  found  his  niche  in 
USAREC. 

“I  find  the  whole  climate  of 
recruiting  to  be  very  invigorat- 
ing,” Diestel  said. 

Take  the  area  of  DEP  man- 
agement, for  example.  When 
Diestel  came  on  recruiting  he 
inherited  a DEP  pool  of  19 
young  soldiers.  “They  were  my 
soldiers,  and  I didn’t  lose  one 
of  them,”  he  says  with  pride. 

“Every  time  I talk  to  a DEP 
member,  I remind  that  young 
person  of  his  dominant  buy- 
ing motive.  I remind  him  why 
he  signed  on  in  the  first  place, 
and  ask  him  if  that  reason  is 
still  valid  in  his  own  mind. 
Think  about  it’  is  what  I al- 
ways tell  them,”  Diestel  said. 

According  to  his  battalion 
sergeant  major,  SGM  Miguel 
A.  Colon,  Diestel’s  activity  and 
dedication  to  the  youth  of  his 
community  goes  far  beyond 
normal  expectations.  He  ac- 


SFC Michael  A.  Diestel 


tively  sponsors  foreign  ex- 
change students  and  has 
served  as  coach  for  the  com- 
munity youth  soccer  team. 

“SFC  Diestel’s  affinity  with 
young  people  has  resulted  in 
his  involvement  with  numer- 
ous teen  programs,  as  well  as 
increased  his  station’s  produc- 
tivity,” Colon  said. 

“I  deal  with  people  straight,” 
Diestel  said.  “I  pride  myself  on 
being  a straight  shooter.  You 
can  accomplish  more  with 
candor  than  you  can  with 
sugar-coating  the  truth.  Can- 
dor tempered  with  tact  is  prob- 
ably what  works  best  for  me 
and  is  an  integral  part  of  my 
day-to-day  mission  accom- 
plishment.” 

“I  talk  to  an  applicant  or  a 
DEP  member  like  a person," 
Diestel  said.  “Real  people  have 
goals,  and  those  goals  provide 


motivation  for  action.  I can  un- 
derstand that  and  work  with 
it.” 

Whatever  the  root  cause, 
something  is  working  well  for 
Diestel,  as  he  was  the 
battalion’s  top  RA  recruiter 
and  top  GSFA  recruiter  for  FY 
93,  with  207  percent  of  his  as- 
signed GSA  mission  and  350 
percent  of  his  assigned  FY  93 
GSFA  mission. 

Diestel  also  credits  his  work- 
ing environment  with  his  suc- 
cess — that  is,  the  recruiters 
he  works  with  in  the  Ocean- 
side  Recruiting  Station.  “We 
have  constant  training,” 

Diestel  said.  “The  recruiters  I 
work  with  are  totally  support- 
ive of  each  other,  and  we  have 
great  camaraderie  and  spirit.” 

Married  with  two  daughters 
(Jami,  age  6,  and  Leah,  age 
4).  Diestel  credits  his  wife, 
Karmell,  as  the  foundation  of 
his  winning  ways.  “There’s  no 
way  on  this  planet  I could 
have  achieved  this  without 
her  total  support,”  he  said. 

“My  wife  always  expects  me 
to  perform  well,  but  she  told 
me  she’d  really  be  impressed 
if  I won  this  one.” 

Impressed,  Mrs.  Diestel? 


The  runner  up  is  SFC  Brian 
A.  Hardie,  from  the  US 
Army  Recruiting  Battalion 
Tampa,  2d  Brigade. 
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Producing  outstanding 
results  throughout  FY 
93  is  what  won  SGT  David 
W.  Ralston  USAREC’s  top 
award  for  USAR  Recruiter 
of  the  Year. 

Ralston  recruits  from  the 
same  station  where  he  en- 
listed in  1987,  West  Seneca 
(N.Y.)  Station,  Buffalo  Com- 
pany, Syracuse  Battalion,  1st 
Recruiting  Brigade.  He  came 
in  as  a 3 IK,  combat  signaler, 
but  five  years  later  found  him- 
self in  the  Army  Recruiter 
Course  before  heading  back  to 
West  Seneca.  As  the  single  fa- 
ther of  5-year-old  Brandon, 
Ralston  enjoys  being  near  his 
parents  and  old  friends. 

Before  he  came  to  USAREC, 
Ralston  spent  a few  months  in 
the  desert  with  the  XVIIIth  Air- 
borne Corps  in  Operation  Des- 
ert Storm.  This  makes  a good 
topic  of  conversation  with 
young  applicants  interested  in 
adventure,  and  gives  him  in- 
stant credibility  when  he  talks 
about  the  need  for  and  value 
of  the  Army  Reserve. 

“I  had  a great  mentor,  actu- 
ally my  recruiter  when  I 
signed  on,  who  was  still  here 
for  a few  months  when  I 
joined  the  station.  He  really 
taught  me  the  ropes,”  Ralston 
said. 

“We’ve  got  a great  station 
commander  and  first  sergeant 
too,”  he  continued.  “Both 


SGT  David  W.  Ralston 

challenge  us  daily,  but  not  un- 
realistically. It  could  be  as  lit- 
tle as  who’s  the  first  to  make 
three  appointments.  It’s 
friendly  competition  and  it 
works.” 

Ralston  said  he  has  never 
missed  mission  box,  that  his 
goal  is  to  overproduce.  “I  once 
made  100  percent  — it  really 
ticked  me  off.” 

“I  thrive  on  competition,” 
Ralston  explained.  “But  I have 
to  admit,  I’ve  got  it  pretty  good 
in  my  station.  We  all  work  to- 
gether so  well.  We  have  no 
barrier  at  all  between  RA  and 
USAR;  that’s  nonexistent  in 
my  station.  We  have  a mutu- 
ally beneficial  relationship.” 

His  short  time  in  recruiting 
has  already  proved  Ralston’s 
belief  that  teamwork  and  dedi- 
cation not  only  allows  for  indi- 


vidual awards,  but  also  for 
more  gratifying  team  awards. 
West  Seneca  was  the  Top  Me- 
dium Station  of  the  Year  for 
Syracuse  Battalion  in  FY  93. 

Asked  for  his  success  se- 
crets, Ralston  just  smiled. 

“I  guess  what  works  for  me 
is  sticking  with  fundamentals. 
A recruiter  has  to  develop  his 
own  ‘recruiting  personality,’  if 
you  will.  And  you  do  that  by 
watching  other  successful  re- 
cruiters. You  take  what  ap- 
peals to  you  and  you 
experiment;  pretty  soon  you 
find  out  what  works  for  you 
and  then  you  stick  with  it." 

Ralston  described  how  he 
felt  after  he  returned  from 
Desert  Storm.  “I  wanted  a 
high  visibility  job  — some- 
thing I could  do  to  motivate 
people.  I had  already  been  a 
drill  sergeant  at  Fort  Knox 
(Ky.),  and  my  mentor  guided 
me  into  recruiting.  I look  on  it 
as  an  opportunity  to  excel.  I 
love  being  in  the  Army,  and  I 
really  enjoy  working  in 
USAREC.” 

Sounds  like  a mutually  ben- 
eficial relationship. 


The  runner-up  is  SSG  Gerri 
Griffith,  from  the  US  Army 
Recruiting  Battalion  Salt 
Lake  City,  6th  Brigade. 


Starting  her  Army 
career  as  a 16E,  HAWK 
fire  control  crewmember, 
she  consistently  strived  to 
be  the  best.  Now  SSG 
Bonnie  M.  Armstrong  is 
USAREC’s  Top  Regular 
Army  Nurse  Recruiter  of 
the  Year. 

From  the  beginning  of  her 
recruiting  career  she  has 
excelled  and  succeeded. 
Most  recently,  in  FY  93  she 
achieved  125  percent  of  her 
Regular  Army  nurse  mis- 
sion, as  well  as  overproduc- 
ing in  the  USAR  nurse 
commission  mission. 

Armstrong  came  to  recruit- 
ing in  1991  as  afield  recruiter 
with  the  Tempe  Recruiting 
Station,  Phoenix  Recruiting 
Battalion.  In  1992  she  became 
a nurse  recruiter  and  in  1993 
she  became  the  station  com- 
mander of  the  Phoenix  Nurse 
Recruiting  Station. 

Armstrong  believes  her  suc- 
cess began  with  her  first  sta- 
tion commander.  “The  secret 
of  my  success  started  back  at 
the  Tempe  Recruiting  Station. 

I had  an  excellent  station  com- 
mander.” Also  she  credits  the 
other  recruiters  she  started 
out  with  who  mentored  and 
guided  her  in  the  ways  of 
recruiting. 

“Once  I got  to  the  nurse 


SSG  Bonnie  M.  Armstrong 


recruiting  station,  my  station 
commander  really  showed  me 
how  to  put  a nurse  in  the 
Army,”  explained  Armstrong. 

“I  also  feel  very  strongly  about 
recruiting.  It  comes  from  my 
heart  and  I’m  very,  very  sin- 
cere, and  because  it  is  in  my 
heart  I think  it  just  rubs  off 
on  people.” 

Nurse  recruiting  definitely 
has  its  differences  from 
regular  recruiting,  Armstrong 
said,  “The  market  is  so  much 
smaller  than  the  nonprior  ser- 
vice. I’m  working  with  all 
professionals.  When  I’m  talk- 
ing with  deans  of  nursing 
schools  I have  to  be  able  to 
talk  on  a very  professional 
level.” 

Armstrong  has  achieved  a 
lot  during  her  career.  ‘This 
award  is  definitely  one  of  the 


biggest  things  that  has  ever 
happened  to  me.  But  I think 
the  other  big  thing  is  when  I 
attended  ANCOC  a year  ago.  I 
graduated  third  in  a class  of 
90  and  there  were  only  two 
females.  I am  pretty  proud  of 
that  achievement,”  she  said  a 
with  laughing  grin. 

This  award  didn’t  come 
easy,  but  Armstrong  was 
prepared  for  the  board.  She 
felt  confident  and  secure 
about  the  board.  “When  I 
walked  into  that  board  I had 
100  percent  confidence,  and  I 
was  very  sincere  to  all  the 
board  members.  I think  this 
rubbed  off,  and  they  could  see 
I had  prepared  myself.” 

“I  also  give  a lot  of  credit  to 
the  board  and  the  USAREC 
personnel.  This  was  the  most 
professional  board  I’ve  ever 
been  in  front  of.  The  profes- 
sionalism by  all  the  board 
members  was  wonderful.” 
Armstrong  commented  she 
will  continue  to  proudly  repre- 
sent this  command.  “I  will  con- 
tinue to  strive  for  excellence 
and  motivate  my  fellow 
recruiters  to  attain  the  goals 
that  USAREC  and  the  Army 
has  set  for  us  to  provide  the 
strength.” 


The  runner  up  is  SSG  Ronald 
D.  Jackson,  from  the  US 
Army  Recruiting  Battalion 
Pittsburgh,  1st  Brigade 


ZLSJ^K^furse  ^Recruiter 

of  the  fear 


In  front  of  the  awards 
board  SFC  Richard  E. 
Trevino  remained  relaxed 
and  confident  as  he  an- 
swered the  board 
members’  many  ques- 
tions. Selected  as  the 
USAR  nurse  recruiter  he 
obviously  made  an  im- 
pression, but  what  made 
him  stand  out  against  the 
rest? 

Trevino  stated,  “Military 
bearing,  keeping  composure, 
and  keeping  eye-to-eye  con- 
tact with  them  while  they  were 
doing  little  things  to  distract 
you,  helped  me  stand  out  to 
the  board.” 

Trevino  entered  the  Army  in 
1973  as  a 62B,  Construction 
Equipment  Repairer.  Cur- 
rently, he  recruits  Reserve 
nurses  from  the  San  Antonio 
Recruiting  Station  where  he 
has  been  since  August  1991. 
He  began  his  recruiting  career 
in  St.  Louis  in  1983  as  a Regu- 
lar Army  recruiter.  He  left  the 
Army  for  a short  period  of 
time  in  1984,  but  returned  to 
St.  Louis  in  1985  as  a Reserve 
recruiter.  He  distinguished 
himself  as  an  outstanding  re- 
cruiter, which  has  continued 
since  he  has  been  in  San  Anto- 
nio. 

His  record  for  FY  93  was 
definitely  notable.  He  achieved 
mission  with  126.7  percent 
overproduction. 


SFC  Richard  E.  Trevino 

He  credits  most  of  his  suc- 
cess to  having  a good  station 
commander  and  to  his  other 
co-workers.  He  stated,  “We’re 
a team,  we’re  cohesive,  we 
work  together,  and  we  help 
each  other.  They  are  great  peo- 
ple to  work  with.” 

He  also  gives  a lot  of  credit 
to  a former  station  com- 
mander. “Back  when  I was  in 
St.  Louis,  as  a Regular  Army 
recruiter,  SFC  Tommy  Tucker 
was  my  station  commander; 
he  taught  me  a lot.” 

The  job  of  recruiting  nurses 
is  a unique  one.  According  to 
Trevino,  “The  people  you  re- 
cruit are  a totally  different  cali- 
ber of  people  — professionals. 
They  already  know  what  they 
want  and  even  with  their  spo- 
radic schedules,  ff  they  say 
they  are  going  to  do  some- 
thing, they  do  it.” 


To  help  him  in  his  recruit- 
ing efforts  Trevino  remains 
very  visible,  working  closely 
with  faculty  and  students.  He 
is  an  active  participant  in 
many  nursing  associations 
throughout  his  area  and  at- 
tends school  career  activities. 

Currently,  Trevino  is  pursu- 
ing a degree  in  Occupational 
Therapy.  He  stated  some  of 
his  goals  are  to  continue  to  ex- 
ceed mission  box,  to  make 
master  sergeant,  and  con- 
tinue his  education. 

Trevino  advised  other  re- 
cruiters, “If  you  want  to  be 
successful,  you  have  to  have  a 
good  station  commander  to 
work  with  and  have  a great 
group  of  guys  like  the  other 
sergeants  I work  with.  They 
make  the  job  fun,  make  you 
want  to  go  to  work,  and  I 
think  that’s  real  important.” 

This  award  for  top  USAR 
nurse  recruiter  of  the  year 
was  Trevino’s  biggest  achieve- 
ment in  the  military.  But 
Trevino  stated,  “Other  than 
this  award,  my  biggest 
achievement  is  being  able  to 
serve  in  the  Army  as  long  as  I 
have.  I’ll  stay  with  recruiting 
as  long  as  they’ll  have  me.  I 
love  the  Army.” 


The  runner-up  is  SFC 
Kenneth  W.  Degen,  from  the 
US  Army  Recruiting 
Battalion  Seattle,  6th  Brigade. 


fjfezo  Recruiter 
of  t He  year 


rilhe  brand  new  New  Re- 
X cruiter  of  the  Year  has 
been  selected  from  some 
pretty  tough  competition, 
and  his  name  is  SSG  Peter 
A.  Moody.  Moody  works 
out  of  the  Reno  (Nev.)  RS, 
Chico  Company,  Sacra- 
mento Battalion,  6th  Re- 
cruiting Brigade. 

Moody  entered  the  Army  in 
1986  as  an  infantryman,  and 
participated  in  Operations 
Desert  Shield  and  Desert 
Storm  before  joining  USAREC 
in  August  1992.  His  first  on- 
production  month  was  Janu- 
ary 1993,  accomplishing  300 
percent  GSA. 

“In  my  professional  opinion, 
he  may  very  well  be  one  of 
USAREC’s  future  leaders,” 
said  MSG  Richard  S.  Pasalich, 
acting  sergeant  major  of  Sac- 
ramento Battalion.  “Genuine 
concern  for  soldiers,  family 
members,  and  his  local  com- 
munity, recruiting  technical 
skills,  motivation,  military 
bearing  and  appearance,  and 
an  infectious  team  player 
attitude  is  evident  since  his  ar- 
rival in  this  battalion.” 

Moody  aims  for  the  best 
and  has  since  he  joined  the 
Army. 

“I  have  always  made  it  a 
point  to  attack  every 
challenge  head  on  and  to  set- 
tle for  nothing  less  than  num- 


SSG Peter  A.  Moody 


ber  one,”  Moody  said.  “I  also 
feel  if  I can  instill  this  ‘can  do’ 
attitude  in  my  soldiers,  they 
will  rise  to  any  situation.  They 
will  overcome  all  obstacles 
and  fight  and  win  any  battle 
whether  in  combat  or  in  the 
recruiting  station.” 

The  6th  Brigade  com- 
mander, COL  Richard  L. 
Teters  Jr.,  describes  Moody  as 
having  unequalled  drive,  dedi- 
cation to  excel,  and  un- 
matched professionalism. 

“Staff  Sergeant  Moody  is 
very  successful  in  his  high 
school  and  in  his  community. 
He  doesn’t  just  ask  for  some- 
thing from  them,  he  asks 
what  he  can  do  for  them,”  ac- 
cording to  Teters. 

Moody  says  he  came  to  re- 
cruiting determined  not  to 
fail,  so  he  sat  back  and 
watched  how  successful  re- 


cruiters recruit.  Then  he 
picked  some  techniques  that 
he  thought  would  work  for 
him  and  fine-tuned  them  to 
suit  his  personality. 

“Enthusiasm  is  my  key  in- 
gredient. I get  really  excited,  I 
really  get  into  my  interviews. 
I’m  excited  about  the  Army, 
which  has  given  me  tremen- 
dous opportunities,  and  I look 
at  my  job  as  trying  to  get 
somebody  else  as  excited  as  I 
am  about  the  Army.” 

“SFC  Tomberlin  was  my  sta- 
tion commander  when  I first 
came  in  — he  taught  me  most 
of  what  works  for  me  today,” 
Moody  said.  “And  the  rest  of 
the  guys  in  the  station  are  fan- 
tastic. The  way  I recruit  — 
well,  they  each  gave  me  a little 
bit  of  that  recruiting  personal- 
ity that  I made  into  my  own 
style.” 

Moody  also  credits  his  wife, 
Laurie,  and  his  family  for  sup- 
porting him  towards  his  suc- 
cess. “I  have  no  worries  at 
home.  Without  my  wife’s  sup- 
port, I couldn’t  have  made  it 
this  far.  She  understands 
what  needs  to  be  done.” 

The  Moodys  have  two  chil- 
dren. Son  A.J.  is  almost  5 and 
daughter  Miranda  is  3. 


The  runner-up  is  SSG  Chris- 
topher McKnight,  from  the 
US  Army  Recruiting  Battal- 
ion Columbia,  1st  Brigade. 


January  1994 


11 


SFC  Norbert  J.  Abert  of 
Tampa  Battalion  loves 
his  job.“I  enjoy  sharing  the 
Army  with  others  and 
working  with  our  young 
people.  When  I wake  up  in 
the  morning  and  go  to 
work  it’s  exciting,  I don’t 
dread  it!” 

Abert  is  USAREC’s  Top 
Guidance  Counselor  for  FY 
93.  He  is  a native  of 
Wuerzburg,  Germany,  and 
became  a US  citizen  in  1963. 
He  enlisted  in  the  Army  in 
1978  as  a 71L,  administrative 
specialist. 

In  1988  he  became  a field 
recruiter  with  the  Tampa 
North  Recruiting  Station.  In 
1989  he  was  given  the  oppor- 
tunity to  command  his  own 
station.  He  excelled,  and  at 
the  beginning  of  FY  93  he 
decided  to  face  the  challenge 
of  guidance  counseling  at  the 
Tampa  MEPS.  Success  fol- 
lowed. 

“The  secret  of  my  success  is 
several  things  — the  people  I 
work  with,  my  family,  faith  in 
what  I do,  and  confidence  in 
what  I do,”  he  explained. 

Abert  commented  that  to  be 
successful  we  must  realize  we 
can’t  know  everything,  so  we 
must  rely  on  others  to  teach 
and  mentor  us.  “I  think  some- 
one once  said  that  the  key  to 
being  a successful  person  is 
not  knowing  everything,  but 


SFC  Norbert  J.  Abert 


surrounding  yourself  with 
people  who  do,”  he  said. 

Abert  gives  a lot  of  credit  to 
SGM  Minerva  Ramos  current- 
ly of  New  York  City  Battalion. 
“She  was  my  mentor,  my  sta- 
tion commander,  my  first  ser- 
geant. She  really  gave  me  a lot 
of  insight  into  how  USAREC 
works  and  what  USAREC  ex- 
pects from  its  soldiers,”  he  ex- 
plained. 

Guidance  counselors  have 
the  unique  responsibility  of 
helping  young  applicants 
decide  their  future  in  the 
Army,  their  destiny. 

‘The  most  important  thing 
about  being  a guidance  coun- 
selor is  having  care  for  the  in- 
dividuals, not  treating  them 
like  a category.  Treat  each  one 
as  a person  who  is  joining  our 
organization  and  who  is  going 


to  be  a valuable  asset. 

They’re  going  to  be  the  future 
leaders  of  the  Army  and  the 
future  leaders  of  this 
country,”  said  Abert.  He  also 
noted  being  a guidance  coun- 
selor is  a powerful  position  be- 
cause you’re  helping  young 
people  (primarily  17-to-20 
year  olds)  make  their  life’s 
decision. 

Serving  as  a guidance  coun- 
selor is  rewarding,  but  Abert 
feels  his  entire  career  has 
been  an  achievement.  “Other 
than  this  award,  my  biggest 
achievement  has  been  being 
as  successful  as  I have  been 
in  USAREC.  Due  to  the 
guidance  I’ve  received  from  so 
many  good  people,  I’ve  been 
able  to  capitalize  on  a lot 
things,  which  has  allowed  me 
opportunities  that  some 
people  don’t  get  to  have 
during  their  Army  careers.” 

The  future  looks  bright  for 
Abert.  He  plans  to  complete 
his  bachelor’s  degree  in  April 
1994. 

“I  view  all  of  my  challenges 
and  accomplishments  as  only 
the  beginning  of  what  will  be 
a long  and  lasting  relationship 
with  Recruiting  Command,” 
he  concluded. 


The  runner  up  is  SFC  Mary 
E.  Dickenson,  from  the  US 
Army  Recruiting  Battalion 
San  Antonio,  5th  Brigade. 


The  Way  I See  It 


r ^ 

All  The  Way  I See  It”  forms  received  by  the  USAREC  Chief  of  Staff  are  handled 
promptly.  Those  that  are  signed  and  include  a phone  number  will  receive  a phone  call 
within  48  hours  of  receipt.  Those  with  addresses  will  receive  a written  response 
approximately  3 weeks  from  receipt. 

V J 


A recruiter  writes: 

My  question  is  very  short  and  simple.  During  the 
last  year  plus,  we  in  the  field  have  heard  of  the  impend- 
ing measures  to  be  taken  to  implement  replacement  of 
DTP  losses.  Again,  it  has  been  scrapped  and  I for  one 
applaud  this  action.  What  I don’t  understand,  and  have 
never  understood,  is  why  the  difference  between  DEP 
and  DTP.  I’ve  been  out  here  5 years  and  not  once  have 
I seen  anything  in  writing  other  than  DEP  replacement. 
Is  it  necessary  to  replace  lost  training  seats?  DEP  loss 
must  be  taken  early  to  fill  vacant  training  seats.  So  my 
question  is,  what  is  the  difference  between  a DEP  train- 
ing seat  and  a DTP  training  seat?  They  train  together 
the  last  time  I checked.  If  the  concern  is  the  loss  of  two 
to  six  years  of  active  duty,  then  say  so.  If  it’s  not  the 
concern,  then  explain  to  me  what  makes  a DEP  train- 
ing seat  more  important  than  a DTP  training  seat. 

The  Chief  of  Staff  responds: 

In  response  to  your  question,  I will  outline  the  differ- 
ence between  active  duty  and  Reserve  training  seats.  I 
will  also  explain  why  management  differences  exist  be- 
tween the  Delayed  Entry  Program  (DEP)  and  the  De- 
layed Training  Program  (DTP). 

No  difference  exists  between  Initial  Entry  Training 
received  by  active  duty  enlistees  and  that  received  by 
Reserve  enlistees.  The  difference  in  training  seats  is 
simply  due  to  funding  source  and  ownership  (active 
duty  versus  Reserve). 

Two  major  factors  account  for  the  difference  be- 
tween the  management  of  DEP  contracts  and  DTP  con- 
tracts. The  first,  and  primary,  is  the  awarding  of 
accession  mission  credit.  For  active  duty  recruiting, 
USAREC  receives  credit  toward  the  accession  mis- 
sion when  an  enlistee  accesses  (ships  to  training),  not 
at  contract  date.  The  contract  mission  to  the  field 
forces  is  a tool  to  provide  the  Army  with  accessions. 
Contracts  lost  due  to  DEP  loss  don’t  result  in  acces- 
sions — making  it  necessary  for  us  to  replace  these 
losses. 

For  Reserve  recruiting,  USAREC  receives  accession 
mission  credit  from  the  Department  of  the  Army  when 
a Reserve  individual  contracts  and  swears  in.  To  re- 
quire DTP  loss  replacement  would  result  in  USAREC 
receiving  more  mission  credit  (to  the  amount  of  re- 
placed DTP  losses)  than  the  aggregate  credit  awarded 
to  the  field  force. 


A second  point  considered  is  that  a Reserve  enlistee 
becomes  a member  of  his  or  her  Reserve  unit  upon  en- 
listment (contract  date).  The  Reserve  unit  assumes  a 
shared  responsibility  for  the  enlistee.  Recruiters  should 
not  have  to  replace  DTP  losses  that  result  from  the  in- 
fluence of  unit  affiliation.  We  view  this  as  being  unfair 
to  the  field  force  and  believe  it  would  penalize  recruit- 
ers. 

Training  seats  do  remain  a command  concern.  In 
light  of  recent  resource  cuts  and  Army  downsizing,  we 
need  to  maintain  a higher  percent  of  training  seat  usage 
than  ever  before.  Both  active  duty  and  Reserve  training 
seats  can  be  made  available  for  resale,  but  the  key  is 
early  reporting  of  losses. 

I appreciate  your  input  and  wish  you  the  best  in  your 
future  recruiting  efforts. 

A recruiter  writes: 

As  a new  recruiter  on  TI  E,  I have  picked  up  on  the 
vast  regulations  and  administrative  procedures  it  takes 
to  put  someone  in  the  Army.  I don’t  understand  at  all, 
whatsoever,  the  guidelines  on  packet  exceptions.  I re- 
ally don’t  understand  the  reasons  for  granting  or  not 
granting  when  it  is  a quality  GFA  that  the  platoon 
needed  to  make  pure  box  for  the  year.  I had  achieved 
three  GSAs  for  the  month  and  boxed  plus  quality  by  T- 
2 RSM  September.  Instead  of  holding  two  GSAs  for 
the  next  month,  I persuaded  them  to  go  on  the  floor  on 
a Friday,  with  p.m.  testing  the  night  prior  at  MEPS.  I 
could  not  get  either  of  their  packets  done  until  the 
night  before  due  to  their  schedule.  That  is  immaterial. 
The  bottom  line  is  that  the  Army  lost  a GMA  and  a 
GFA  because  a packet  exception  was  not  granted.  If 
USAREC  had  achieved  box  YTD,  I would  have  held 
them  until  RSM  October. 

Was  USAREC  boxed  on  Friday,  24  Sep  93?  If  we 
were,  then  I withdraw  this  entire  paper.  I still  am  inter- 
ested about  the  exception  policy.  I just  can’t  compre- 
hend that  I planned,  prospected,  CASTed,  interviewed, 
got  documents,  maintained  rapport,  closed  the  sale, 
scheduled  processing,  picked  up  applicants,  took  them 
154  miles  to  the  MEPS,  did  their  packets,  verified  doc- 
uments, received  TDY,  all  to  be  denied,  and  really  the 
applicant  being  denied,  due  to  a procedural  rule  of  hav- 
ing the  packet  at  MEPS  the  day  prior  to  processing.  I 
really  don’t  understand  why.  I feel  like  the  system 
failed.  Is  it  really  that  much  of  a serious  violation  of 
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policy  that  it  can’t  be  made  an  exception  or  is  it  the 
goal  of  all  echelons  to  support  the  recruiter  in  the 
field?  I would  really  like  to  resolve  this  dilemma  that 
has  come  about. 

The  Chief  of  Staff  responds: 

Thank  you  for  your  communication  via  “The  Way  I 
See  It.”  Obviously  the  “Packet  Rule”  issue  is  a great 
concern  of  yours,  as  well  as  mine. 

Appendix  I,  paragraph  1-6,  USAREC  Reg  601-96, 
Guidance  Counselor  Procedures,  permits  the  battalion 
commander  or  the  battalion  sergeant  major  to  grant  ex- 
ceptions to  what  is  commonly  referred  to  as  the 
“packet  rule.” 

Quality  control  procedures  for  enlistment  packets, 
found  in  this  appendix,  require  that  enlistment  packets 
be  quality  control  checked  and  receive  a “go”  status 
prior  to  transporting  the  applicant  to  the  MEPS.  When 
the  packet  is  determined  to  be  a “go”  packet,  the  appli- 
cant must  be  projected  using  the  ARABS.  There  are 
two  purposes  for  this  requirement.  One  is  to  preclude 
the  transporting,  lodging  and  processing  of  unqualified 
applicants.  The  other  is  to  allow  the  Quality  Control 
noncommissioned  officer  sufficient  time  to  properly 
check  the  enlistment  packet.  As  you  mentioned,  you 
spent  several  hours  transporting  your  applicants  to  the 
MEPS  for  processing.  Had  you  processed  your  appli- 
cants without  having  a “go”  status  on  their  enlistment 
packets,  you  could  have  needlessly  cost  the  battalion, 
yourself,  and  most  importantly  your  applicants  a great 
deal  of  time  and  money.  “Walk-in”  enlistment  packets 
typically  contain  many  errors  and,  as  a result,  appli- 
cants are  denied  processing.  The  decision  whether  to 
grant  or  deny  an  exception  requests  based  on  individ- 
ual circumstances  rests  with  the  battalion. 

Again,  thank  you  for  your  communication.  It  is 
through  the  expressing  of  concerns  such  as  yours  that 
this  command  has  been  so  successful.  Keep  up  the 
good  work. 

An  HQ  USAREC  00R  writes: 

I am  unable  to  understand  why  SDAP  is  only  $165 
for  HQ  USAREC  operations  NCOs.  This  amount  is 
equivalent  to  what  TI  E recruiters  receive,  making  it 
appear  that  once  seasoned  recruiters  leave  the  field  to 
accept  higher  responsibilities  that  they  are  less  valu- 
able to  USAREC  than  the  average  recruiter.  The  Chief 
of  Staff  responded  in  the  October  93  issue  of  the  RJ 
that  SDAP  is  for  recruiters  serving  in  positions  that  are 


extremely  demanding  or  require  a high  degree  of  re- 
sponsibility. Based  on  this  definition,  I believe  that  HQ 
USAREC  and  brigade  operations  NCOs  should  be  enti- 
tled to  the  full  SDAP. 

The  way  I see  it  is,  there  appears  to  be  some  other 
factor  influencing  how  SDAP  is  allocated  within 
USAREC.  Is  it  that  we  at  the  higher  headquarters  do 
not  deserve  the  full  SDAP  because  we  are  not  in  a high 
cost  area  OR  are  we  not  proficient  in  our  jobs  OR  we 
lack  sufficient  responsibility  OR  we  do  not  work  long 
enough  hours? 

I do  not  believe  any  of  these  are  the  case.  However, 
there  is  obviously  a policy  or  regulation  that  prevents 
us  from  receiving  the  full  SDAP.  Just  in  case  it  makes 
a difference,  the  Army  Recruiting  Command  is  the 
only  recruiting  service  that  reduces  SDAP  for  head- 
quarters operations  personnel.  This  being  the  case,  I 
feel  that  I speak  for  all  HQ  USAREC  and  brigade  oper- 
ations NCOs  when  I say,  I would  like  to  request  a 
change  in  policy  to  equitably  distribute  SDAP  pay. 

The  Chief  of  Staff  responds: 

Thank  you  for  your  inquiry  regarding  Special  Duty 
Assignment  Pay  (SDAP)  amounts  for  recruiters  serv- 
ing in  different  positions.  I know  that  SDAP  is  a matter 
of  great  interest  for  our  recruiting  force. 

SDAP  is  awarded  for  satisfactory  performance  or  an 
unusual  degree  of  responsibility  exhibited  by  enlisted 
personnel  while  serving  in  extremely  demanding  duties 
requiring  an  extraordinary  effort. 

While  it  is  true  that  most  NCOs  assigned  to  brigade 
or  headquarters  staffs  have  a high  level  of  responsibil- 
ity, it  is  a different  degree  of  responsibility  and  pres- 
sure than  that  under  which  field  recruiters  work. 

AR  600-200,  Enlisted  Personnel  Management  Sys- 
tem, chapter  5,  makes  distinction  between  field  recruit- 
ers and  staff  recruiters.  Field  recruiters  receive  up  to 
$275  monthly  for  SDAP,  while  staff  recruiters  receive 
up  to  $165.  This  difference  in  SDAP  is  directly  attribut- 
able to  the  “recruiting  mission”  of  the  field  recruiter,  a 
“mission”  the  staff  recruiter  does  not  have.  While  their 
levels  of  responsibility  may  be  similar,  the  field  re- 
cruiter has  the  constant  pressure  of  making  “mission 
box.”  This  requires,  on  average,  working  longer  hours 
and  weekends  than  his  staff  counterpart. 

It  is  not  that  the  staff  recruiter  lacks  a high  level  of 
responsibility,  but  rather,  the  field  recruiter  operates 
under  an  unusual  degree  of  “personal”  responsibility 
that  directly  determines  satisfactory  performance. 


How  do  you  see  it?  Send  your  comments  on  the  form  on 
page  15 . 
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The  Way  / See  It 


Vision  implies  change.  Change  is  upon  us. 
We  are  better  off  to  participate  in  change  and  to 
help  shape  it  than  to  be  dragged  along  by  change. 
You  can  help  shape  the  future  and  make  it  better. 
You  know  your  job  better  than  anyone.  What  are 
your  ideas  for  improving  operations?  Share  them 
on  the  space  below  and  mail  this  according  to  the 
instructions  on  the  back  of  this  form,  postage  free. 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recruiters,  support 
staff,  and  family  members  are  encouraged  to  use 
this  space  to  voice  ideas  and  concerns.  If  you 
desire  a direct  response  to  your  comments  or 
suggestions,  please  include  your  name  and 
address.  Names  are  not  required. 


Teamwork:  Working  together  as  a team,  we 
can  accomplish  more  than  working  as  individuals 
Share  your  vision  for  the  future  of  the  U.S.  Army 


Recruiting  Command.  All  forms  are  mailed  to  and 
received  directly  by  the  USAREC  Chief  of  Staff, 
Fort  Knox,  Ky. 


HQ  USAREC  Fm  1825, 1 Jan  91 


January  1994 


15 


Fold  here  second  and  secure  with  tape 


DEPARTMENT  OF  THE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  KNOX,  KENTUCKY  40121-2726 


OFFICIAL  BUSINESS 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  MAIL  PERMIT  NO.  600  FORT  SHERIDAN,  IL 
POSTAGE  WILL  BE  PAID  BY  U S.  ARMY  RECRUITING  COMMAND 


Commander 

U.S.  Army  Recruiting  Command 
ATTN  RCCS  (Chief  of  Staff) 

1307  3rd  Avenue 

Fort  Knox  Kentucky  40121  2726 

(•111111111111111111111  mIIiIiiIiIiiImIiimIIIiiiII 


Fold  here  first 


Instructor 
of  the  year 


Over  at  the  school- 
house  they  do  things 
a little  differently,  so  the 
Instructor  of  the  Year 
Board  was  not  held  at  HQ 
USAREC.  Nonetheless, 
the  board  that  met  at  the 
US  Army  Recruiting  and 
Retention  School  selected 
a sterling  example  of  its 
finest,  SFC  Trent  A. 
Anzek. 

Currently,  Anzek  is  an  in- 
structor in  the  Commanders 
Course,  which  has  received 
added  emphasis  since  50  per- 
cent of  the  battalion  com- 
manders changed  this  year 
from  April  to  December.  This 
three-week  course  has  ap- 
proximately 20  students  in  a 
typical  class. 

The  schoolhouse  board  in- 
cluded three  sergeants  major, 
the  executive  officer  and  com- 
mandant of  the  school.  Anzek 
competed  with  the  other  top 
instructors  for  every  quarter 
of  the  fiscal  year.  Based  on 
Training  and  Doctrine  Com- 
mand guidance,  the  board 
looked  at  lesson  plans  pre- 
pared by  the  instructors,  and 
each  instructor  also  had  to 
present  a mini-class  for  the 
board.  In  Anzek’s  case,  the 
Commanders  Course  requires 
40  separate  lesson  plans  per 
course. 

“I  feel  very  proud  of  this 


SFC  Trent  A.  Anzek 


honor,"  Anzek  said.  “But  the 
competition  at  the  school- 
house  is  very  close;  every  one 
of  those  instructors  is  superb. 
Any  one  of  them  could  have 
taken  this  honor  as  well  as  I 
could.” 

SGM  Joseph  Gamer,  Re- 
cruiting and  Retention  School, 
explained  that  the  school- 
house  really  tries  to  pull  the 
“best  of  the  best”  recruiters  to 
be  instructors.  “We  always 
want  quality  [at  the  school- 
house],  and  we  generally  get 
the  cream  of  the  crop.” 

Anzek  entered  the  Army  in 
1980  as  an  infantryman,  but 
he  later  joined  USAREC,  with 
his  first  mission  month  in  Jan- 
uary 1987.  He  converted  to 
00R  in  1990,  serving  as  a field 
recruiter  and  limited  produc- 
tion station  commander  at  the 
Tucson  Central  Recruiting  Sta- 


tion, Phoenix  Battalion.  He 
joined  the  schoolhouse  staff  in 
August  1991. 

Teaching  at  the  school- 
house  is  a great  job,  Anzek 
said.  “It’s  really  competitive  to 
get  there,  so  once  you’re 
there,  you  are  associating 
with  top  performers.  I have 
learned  a lot  at  the  school- 
house,  both  personally  and  as 
a soldier  and  recruiter." 

Anzek  has  devoted  a lot  of 
personal  time  to  coaching 
baseball  and  football  at  the  el- 
ementary school  level.  He  be- 
lieves that  mentoring  is  an 
important  part  of  his  life. 

“If  you  believe  in  the  Army 
and  enjoy  being  a soldier, 
then  you  will  want  your  appli- 
cant to  look  to  you  as  a men- 
tor. 

“I  believe  in  living  by  the 
NCO  creed,  that  to  be  the  epit- 
ome of  a soldier  in  an 
applicant’s  eyes,  you  must 
first  be  that  in  your  own  eyes. 

I think  it’s  very  important  that 
a recruiter  looks  good,  be- 
cause every  applicant  will  be 
looking  at  you  and  wanting  to 
emulate  you,  good  or  bad.  You 
must  be  technically  proficient 
— no  compromises  there.  And 
you  must  listen  to  what  they 
want.” 

Anzek  attributes  his  suc- 
cess in  this  competition  to  his 
friends  and  family,  but  ex- 
pressed gratitude  to  his  chain 
of  command  for  encouraging 
him  to  excel. 


January  1994 


‘first  Sergeant 
of  the  fear 


It  has  taken  12  years  in 
recruiting  to  become  a 
technical  expert,  but  that 
is  what  1SG  Harold 
Blount  considers  himself. 

He  was  the  USAREC  First 
Sergeant  of  the  Year  last  year, 
as  well  as  this  year.  Blount 
was  a field  recruiter  for  18 
months  at  the  Macon  (Ga.) 
Recruiting  Station;  a one-man 
station  commander  for  two 
years  in  Milledgeville,  Ga.;  a 
recruiter  trainer  for  a year  and 
a half  for  the  Macon  Com- 
pany; a multiman  station 
commander  for  two  years  at 
Warner  Robins,  Ga.;  and  an 
instructor  at  the  schoolhouse 
for  three  years,  where  he  was 
the  USAREC  Instructor  of  the 
Year  for  FY  89.  He  is  now  the 
first  sergeant  for  the  Colum- 
bia Recruiting  Company, 
Columbia,  S.C. 

The  most  important  duty  of 
the  first  sergeant,  according 
to  Blount,  is  production 
management,  followed  closely 
by  taking  care  of  the  soldiers, 
and  training  for  the  company. 
He  feels  that  enforcing  basic 
standards  and  using  a posi- 
tive and  caring  style  of  leader- 
ship makes  a first  sergeant  a 
winner. 

“If  the  company  doesn’t 
make  mission,”  said  Blount, 
“the  battalion  probably  won’t 
make  mission.  I’m  there  as  a 
first  sergeant,  not  for  my  self- 
ish goals,  but  to  make  the 
recruiters  successful.  That’s 
the  way  I try  to  run  business. 


1SG  Harold  Blount 


I’m  there  to  make  them  suc- 
cessful.” 

He  explains,  “I  closely 
monitor  what’s  going  on  with 
each  recruiter  every  day  by  a 
daily  performance  review  with 
each  station  commander,  and 
I cover  the  status  of  each 
recruiter.  My  philosophy  is 
not  reacting  to  situations,  but 
being  proactive  and  trying  to 
prevent  a zero  roller.  If  you 
plan  for  success,  then  you  will 
succeed." 

Blount  volunteered  for 
recruiting  duty  in  September 
1981.  “I  knew  if  I wanted  to 
make  sergeant  major,  which 
was  one  of  my  goals  early  on, 

I needed  to  take  on  one  of 
those  tough  jobs,”  said 
Blount.  “Since  I loved  working 
with  people,  I thought  I could 
do  a good  job  selling  the 
Army.” 

Over  the  years,  he  said  he 
has  seen  quality  change 
tremendously,  he  has  seen 
some  of  the  basic  manage- 


ment policies  change,  and 
more  importantly  he  has  seen 
the  mind-set  of  the  command 
change  to  more  positive 
leadership. 

“The  most  challenging  duty 
of  a first  sergeant  is  produc- 
tion management,”  said 
Blount.  “I  have  the  ability  to 
train  the  station  commanders 
and  the  recruiters  to  the  point 
where  they  are  equipped  to 
get  out  and  do  the  things  to 
be  successful.  The  station 
commanders  and  recruiters 
respect  my  technical  exper- 
tise.” 

More  training  for  the  junior 
leaders  is  the  one  thing  he 
would  like  to  see  more  of  in 
the  future.  He  feels  training 
such  as  leadership,  manage- 
ment, basic  NCO  professional 
development,  and  sales  train- 
ing will  be  beneficial. 

“1  have  a great  team  of  sta- 
tion commanders  and  a 
bunch  of  extremely  profes- 
sional recruiters  who  are  mis- 
sion focused,"  said  Blount.  “It 
ended  up  that  we  did  excep- 
tionally well,  far  better  than 
we  did  in  FY  92.  The  Colum- 
bia Company  was  the  top  com- 
pany in  the  battalion,  which 
brought  me  back  here  again 
this  year.” 

Blount  lives  with  his  wife, 
Betty  Jean,  and  two  sons, 
Harrel,  17,  and  Russell,  16,  in 
Columbia. 


The  runner-up  is  1SG  John  R. 
Meyers,  from  the  US  Army 
Recruiting  Battalion  Salt 
Lake  City,  6th  Brigade. 


Rec 


SoCdier  of  the  year 


Making  and  reaching 
goals  was  a habit 
started  long  ago  for  SSG 
Ronald  L.  Bryan  of  the 
Rochester  Recruiting  Sta- 
tion, Syracuse  Battalion. 

In  fact,  reaching  for  goals  in 
the  Army  started  on  the  beach 
in  his  hometown  of  Mansfield, 
Mass.  He  walked  off  the  beach 
and  went  directly  to  the 
recruiting  station. 

The  USAREC  Soldier  of  the 
Year  was  a recruiter’s  dream. 
He  wasn’t  sure  what  he 
wanted  to  do  when  he  got  out 
of  high  school.  So  he  decided 
to  “go  check  out  the  Army.” 

The  person  he  met  was  with 
the  Army  National  Guard,  and 
at  that  time,  he  didn’t  know 
the  difference  between  the 
Regular  Army  and  the  Nation- 
al Guard.  He  said,  “I  thought 
they  were  all  the  Army.”  He 
signed  up  for  the  infantry, 
liked  the  Army,  and  later  went 
RA. 

Not  only  is  Biyan  a 
recruiter’s  dream  but  he  is 
also  a station  commander’s 
dream.  He  has  been  a DA 
selected  recruiter  for  28 
months  and  finished  this  year 
with  155  percent  mission  ac- 
complishment. He  served  with 
the  2/27th,  7th  Infantry 
Division,  Fort  Ord,  Calif., 
during  Operation  Just  Cause 
in  Panama  and  earned  the 
Combat  Infantryman  Badge. 

He  was  the  Distinguished  En- 
listed Honor  Graduate  at  the 
Ranger  course  and  earned  the 
leadership  award.  He  was  1st 


SSG  Ronald  L.  Bryan 


Recruiting  Brigade  Soldier  of 
the  Year  and  was  runner-up 
for  the  USAREC  Soldier  of  the 
Year  last  year.  “I  came  back  to 
win  this  year,”  said  Bryan.  “I 
didn’t  want  to  be  runner-up 
again.” 

Bryan  is  number  310  on 
the  sergeant  first  class  promo- 
tion list.  ‘That  was  my  first 
goal,  to  make  E-7  in  10  years. 
I’m  on  track  right  now  to  do 
that.”  He  is  scheduled  to  at- 
tend ANCOC  in  March  and 
after  returning  from  the 
awards  board,  he  will  be  ac- 
ting station  commander  for 
the  Rochester  Station. 

‘This  is  probably  one  of  the 
harder  jobs  in  the  Army,”  said 
Bryan.  “I’m  sure  some  of  the 
people  in  the  Regular  Army 
don’t  feel  that  way,  but  it’s  a 
tough  job,  and  it  takes  a spe- 
cial kind  of  person  to  ac- 
complish the  mission  you  are 
assigned.  When  I first  came 


out  here,  I rolled  a couple  of 
zeros  in  a row,”  said  Bryan. 

He  said  that  it  takes  a while 
to  get  established  in  the  com- 
munity, and  this  year  he  is 
getting  referrals.  Both  of  his 
previous  station  commanders 
have  helped  him  get  started 
on  the  right  foot. 

Bryan  thinks  the  great 
thing  about  recruiting  is  that 
you  can  make  your  own  hours 
as  long  as  you  are  successful- 
ly doing  what  you  are  sup- 
posed to  be  doing.  “You’ve  got 
to  make  recruiting  fun.  You 
are  meeting  all  these  young 
impressionable  applicants 
and  you  are  giving  them  direc- 
tion. The  best  reward  in 
recruiting  is  helping  the  ap- 
plicant,” said  Bryan.  “The  mis- 
sion is  assigned  to  me  and  I’m 
supposed  to  accomplish  that 
anyway,  but  getting  the  ap- 
plicant exactly  what  he  wants 
is  the  best  reward.” 

His  advice  to  others  who 
want  to  be  winners  is,  “You 
have  to  have  positive  motiva- 
tion, because  recruiting  is 
tough,  but  if  you  are  dis- 
ciplined enough,  you  can 
make  it.” 

Bryan  credits  a lot  of  his 
ambition  to  succeed  in  life  to 
his  wife,  Linda.  He  has  an  8- 
year-old  daughter,  Monica, 
and  a 5-year-old  son,  Derek. 


The  runner-up  is  SSG  George 
M.  Skerritt,  from  the  US 
Army  Recruiting  Battalion 
Sacramento,  6th  Brigade. 
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‘Epfdbitor 

CiviCian 

of  the  year 

of  tfie  year 

SFC  Michael  D.  Bruck 
has  been  selected  by 
the  Recruiting  Support 
Command  as  the  Exhibitor 
of  the  Year  for  Fiscal  Year 
1993. 

According  to  SGM  Robert  R. 

Finch,  RSC,  Bruck  provided 
14,772  leads  to  Army  recruit- 
ers throughout  the  U.S.,  of 
which  800  appointments  ulti- 
mately provided  contracts.  He 
also  drove  over  20,000  accident-free  miles  last 
year  to  support  recruiters  in  48  states,  where 
he  was  often  the  only  Army  representative 
(other  than  a recruiter)  the  community  had  ever 
seen.  He  has  driven  10,000  miles  thus  far  this 
fiscal  year. 

Bruck  entered  the  Army  in  1981  as  an 
artilleryman  and  joined  USAREC  in  December 
1989.  He  had  served  as  both  a field  recruiter 
and  a station  commander  before  joining  RSC. 

“I  find  talking  to  kids  the  really  enjoyable  part 
of  recruiting,”  Bruck  said.  “I  tell  them  about  the 
Army,  something  I really  enjoy,  and  I like  to 
travel,  so  I guess  I’ve  got  a pretty  good  job  right 
now.” 

COL  Susan  P.  Cheney,  RSC  commander, 
decribed  Bruck  as  “the  apotheosis  of  the  Army 
recruiter.” 

According  to  Cheney,  Bruck  epitomizes  sol- 
diers who  combine  the  combat  arms  leadership 
strengths  with  innate  salesperson  capability. 
“During  his  33  months  in  the  field  he  always  ex- 
ceeded the  USAREC  band  of  excellence.” 

“RSC  is  one  of  the  best  lead-producing  expo- 
sures that  USAREC  has,”  Bruck  said.  “With  our 
exhibits  and  shows,  we  can  provide  a lasting  im- 
pression. Last  month  a recruiter  told  me  he  got 
four  contracts  the  week  after  our  van  was  at 
one  of  his  schools.” 


She’s  the  best  in 

USAREC,  but  then  ev- 
eryone in  the  Pittsburgh 
Recruiting  Battalion  al- 
ready knew  that. 

Anita  Topczynski,  lead  bud- 
get and  accounting  technician, 
Pittsburgh  Recruiting  Battal- 
ion, is  the  1993  USAREC  Civil- 
ian of  the  Year.  Her  selection 
wasn’t  a real  surprise  to  the  re- 
cruiters and  staff  of  the  battal- 
ion; it  verified  what  everyone  in  the  battalion  al- 
ready knew  — that  she’s  a very  special  person. 

“I  always  try  to  keep  the  recruiters  out  of  trou- 
ble; budget  and  accounting  requirements  are  a 
very  intricate  area  for  recruiters,  so  I’m  always 
willing  to  help  them  with  their  technical  ques- 
tions or  problems,”  said  Topczynski. 

The  Pittsburgh  native  provides  support,  en- 
couragement, and  a listening  ear  when  needed. 

“I  want  them  all  to  be  successful,”  she  said. 

“If  a recruiter  is  having  a problem,  I try  to  lend  a 
sympathetic  ear  and  help  them  find  a solution.” 

“She  is  clearly  one  of  the  most  outstanding  ci- 
vilians I’ve  worked  with,”  said  LTC  Gary 
Stinnett,  Pittsburgh  Battalion  commander.  “She 
is  a true  professional  who  provides  an  unparal- 
leled level  of  support  for  the  recruiting  force. 

The  recruiters  appreciate  her  efforts  and  are 
proud  of  her  selection  as  the  USAREC  Civilian 
Employee  of  the  Year.” 

Topczynski  said  she  didn’t  even  know  she  had 
been  nominated  for  the  award.  And  now  there’s 
a plaque  on  her  wall  that  says  that  USAREC 
has  recognized  her  outstanding  contribution  to 
the  recruiting  mission  of  the  United  States 
Army. 

But  the  recruiters  of  the  Pittsburgh  Battalion 
have  known  that  for  a long  time.  They  weren’t 
surprised,  but  they  are  proud  she’s  been  recog- 
nized for  her  efforts  to  make  them  successful. 


SFC  Michael  D. 
Bruck 


Anita  J. 
Topczynski 


Field  Files 


Homeowner,  Lula  May 
Harris  along  with  SSG 
Michael  Duarte  of  the 
Fort  Worth  Recruiting 
Station  pose  after  the 
Cowtown  Brush  Up. 
(Photo  by  Helga  Kober) 


A visit  to  Peachtree  Station 

MG  Wallace  C.  Arnold,  assistant  deputy  chief  of  staff  for  per- 
sonnel, detoured  to  the  Atlanta  Recruiting  Battalion  during  a 
recent  visit  of  other  military  organizations  in  Atlanta. 

The  first  stop  on  the  general’s  agenda  was  the  Peachtree 
Recruiting  Station,  where  he  personally  met  each  recruiter.  After 
an  in-depth  briefing  by  Station  Commander  SFC  Robert  Dupree, 
the  general  commented  that  recruiters  should  continue  to  em- 
phasize quality  minority  recruiting. 

Later  at  the  MEPS  in  downtown  Atlanta,  MG  Arnold  was  given 
a tour  and  briefing  by  Senior  Army  Counselor,  MSG  Willie  Mor- 
gan. During  one  segment  of  his  orientation  on  the  processing  of 
applicants,  he  observed  an  interview  between  SFC  Anita  Jones 
and  a new  soldier. 

MG  Arnold  said  his  visit  to  the  Atlanta  Battalion  was  very  infor- 
mative. “The  recruiters  were  very  impressive  and  did  a good  job  of 
continuing  my  education  at  the  operational  level,  where  the  rub- 
ber meets  the  road,”  he  added. 

Marilyn  Weitzel,  Atlanta  Bn  A&PA 


Left:  Peachtree  Station  Commander  SFC  Robert  Dupree  briefs  MG  Wallace  Arnold 
during  a station  visit  (Photo  by  Marilyn  Weitzel) 


Brush  up  cowtown 

“Form  your  team  and  sign 
up  today,”  said  1SG  Norman 
Turner  of  the  Fort  Worth 
(Texas)  Recruiting  Company. 

Turner’s  call  to  recruit  his 
soldiers  for  the  Cowtown 
Brush  Up  project  coordinated 
by  the  city  of  Fort  Worth  Hous- 
ing and  Human  Services 
Department  was  well  received. 

Recruiting  his  recruiters  to 
motivate  their  DEP  soldiers 
was  no  problem.  With  paint 
brushes  in  hand,  they  were 
ready  to  brighten  the  exteriors 
of  homes  and  to  cheer  the 
hearts  of  the  elderly  and  low- 
income  citizens  of  Fort  Worth. 

After  a few  hours,  homes 
were  transformed. 

“I  feel  good  about  doing  this 
today,”  said  Matt  Clarke,  a 
senior  DEP  soldier. 

SSG  Michael  Duarte  of  the 
Fort  Worth  Downtown  Recruit- 
ing Station,  said,  “I  feel  a 
sense  of  relief  that  it’s  done.  I 
did  not  mind  accepting  respon- 
sibility for  organizing  and  plan- 
ning our  part  in  the  Brush  Up 
project. 

“I  really  appreciate  the  fact 
that  recruiters  and  DEP  sol- 
diers participated  and  worked 
together  as  well  as  they  did,” 
Duarte  said. 

Pam  Pace,  the  Cowtown 
Brush  Up  coordinator,  said 
she  wanted  service  members 
to  be  part  of  this  community 
project  because  they  interact 
with  people  throughout  the 
city  on  a daily  basis  and  are 
willing  to  support  worthwhile 
causes. 

‘This  type  of  volunteer  work 
is  good  public  relations,”  Pace 
said.  ‘The  Army  was  well  repre- 
sented among  the  1,000  volun- 
teers in  the  field.  With  their 
help,  we  improved  the  ex- 
teriors of  79  homes,  planted 
trees,  picked  up  litter,  and 
removed  graffiti.” 

Helga  Kober,  Dallas  Bn  A&PA 


Taking  action 

Early  one  morning  SFC 
Rick  Reed  left  his  home 
headed  for  Antioch  (Ohio) 
Recruiting  Station,  where  he 
wa?  Assigned. 

Reed  was  stopped  at  an  in- 
tersection when  he  saw  an  18- 
wheeler  and  a car  had 
collided. 

“I  could  see  all  these  people 
just  standing  around  and  a 
guy  bleeding  in  the  ditch,”  he 
said. 

Reed  ran  over  and  took 
charge  of  the  accident  scene. 
High  school  senior  Brian  Kis- 
sack  had  been  thrown  from 
his  car  and  was  in  the  ditch. 

“You  know  when  something 
that  traumatic  happens 
there’s  a real  good  likelihood 
the  person  will  go  into  shock,” 
Reed  explained. 

Reed  followed  basic  first  aid 
steps:  don’t  move  the  injured 
person:  keep  him  warm  (the 
truck  driver  had  a blanket): 
and  stop  the  bleeding  when 
necessary. 

“He  (Kissack)  was  still  con- 
scious, knew  he  was  hurt  and 
bleeding  in  a ditch,  but  he 
didn’t  know  what  had  hap- 
pened,” Reed  said.  “I  kept 
reassuring  him,  kept  him  talk- 
ing. 

“I  also  asked  his  name,  his 
phone  number,  his  address, 
and  information  about  his 
parents.  I wanted  to  get  the  in- 
formation just  in  case  he 
passed  out.” 

Kissack  managed  to  answer 
all  the  questions  and  was  still 
conscious  when  the 
paramedics  and  the  police  ar- 
rived. 

That  afternoon,  Reed  called 
Kissack’s  home  to  check  on 
his  condition  and  learned  Kis- 
sack would  only  be  in  the 
hospital  overnight.  Charles 
Kissack,  Brian’s  father,  later 
called  Reed  to  thank  him. 


“I  was  just  glad  Brian  was  OK,”  Reed  said.  “Many  people  don’t 
realize  that  soldiers  also  take  care  of  people.  We  receive  first  aid 
training  from  the  beginning  of  our  military  career.  It’s  part  of  the 
mission  — if  something  happens,  we  step  in  and  do  what’s  neces- 
sary.” 

Marsha  Hogan,  Nashville  Bn  A&PA 


SFC  Rick  Reed  talks  with  Brian  Kissack  about  the  accident.  (Photo  by  Marsha  Hogan) 


The  Paradise  Valley  (Ariz.) 
recruiters  recently  set  up  at 
another  Tactical  Recruiting 
Staion.  Once  again  the  Uncle 
Sam  balloon  was  the  most 
popular  attraction,  towering 
over  all  the  buildings  in  the 
area.  Also  on  hand  were 
trucks  and  other  Army  equip- 
ment "Public  awareness  is 
one  of  our  main  reasons  for 
setting  up  these  field  sta- 
tions,” stated  SSG  Steven  Bar- 
ton of  Paradise  Valley.  “It 
gives  the  public  a chance  to 
have  some  hands-on  ex- 
perience with  Army  equip- 
ment"(Photo  by  Paula 
Ramoino) 


* "ViK 


Field  Files 


Playing  the  part  of  an  Army  color  guard 
unit  leading  a victory  parade  for  the 
Paramount  Studios’  movie  “Blue  Chips,"  are 
(left  to  right)  SSG  William  Stout  and  SSG 
Gary  Wilson  of  Bedford,  Ind.;  SSG  David 
Myers  of  Bloomington,  Ind.;  and  SGT  Duane 
Pierce  of  Terre  Haute,  Ind.  “Blue  Chips”  is 
about  a winning  basketball  team,  in  which 
Nick  Nolte  stars  as  the  team’s  coach.  (Photo 
by  Donna  Wilson) 


POG  wild 

Time  was  when  you  arrived 
in  Hawaii  you  were  greeted 
with  a flower  lei.  Nowadays,  it 
is  liable  to  be  a string  of 
POGs.  Hawaii  has  literally 
gone  POG  wild. 

There  are  two  definitions  of 
POGs:  POGs  the  bottle  caps 
and  POGs  the  game.  The 
game  is  similar  to  marbles  in 
that  three  or  four  people  pit 
their  POGs  against  other 
players’.  The  game  started 
back  in  the  1950s  using  real 
bottle  caps  from  a local  dairy, 
which  featured  a popular 
punch  made  from  the  juice  of 
(P)assion,  (O)range,  and 
(G)uava  fruit.  The  concoction 
was  called  POG  and  the  trade 
mark  was  printed  on  the  cap. 
Although  the  dairy  is  long 
gone,  the  POG  name  has 
stuck,  and  the  game  is  still  a 
hit  with  today’s  islanders. 

The  Honolulu  Recruiting 
Company  got  on  the  POG 
bandwagon  with  the  arrival  of 
25,000  promotional  POGs  con- 
tracted by  the  Recruiting  Sup- 
port Center.  The  Army  POGs 
feature  Uncle  Sam  and  use 
the  familiar  slogan  “Be  All  You 
Can  Be”  along  with  the  local 
recruiting  phone  number. 


Hawaii’s  six  recruiting  stations  report  a great  deal  of  walk-in 
traffic  to  pick  up  an  Army  POG.  Army  POGs  are  given  to  DEP 
members  with  the  recruiter’s  business  card,  and  the  POGs  have 
been  sent  to  the  news  media  to  generate  local  recruiting 
publicity.  Honolulu  Company  plans  to  give  away  five  or  ten 
thousand  POGs  at  the  upcoming  college  and  career  fair,  which  at- 
tracts nearly  every  high  school  junior  and  senior  from  Oahu  and 
the  neighboring  islands. 

Today,  Army  POGs  are  great  recruiting  tools  for  the  Honolulu 
Company:  tomorrow  they  may  be  valuable  collectors  items. 

Ray  Graham,  Honolulu  Company 


SFC  Sue  Anne  Morris,  Fort  DeRussy  (Hawaii)  Reserve  Recruiter,  exudes  delight  after 
presenting  Frank  F.  Fasi,  mayor  of  the  City  and  County  of  Honolulu,  with  two  official 
Honolulu  Recruiting  Company  POGs  and  an  Honorary  Recruiter  certificate.  (Photo  by 
Ray  Graham) 
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Life  Signs 


he  Recruiting  Command  continues  to  benefit 
from  a downward  trend  in  the  number  of 
government-owned-vehicle  (GOV)  accidents  ex- 
perienced each  year. 

The  numbers  tell  the  story.  Last  fiscal  year  a 
total  of  1,148  GOV  accidents  were  reported. 

These  figures  reflect  a 9 percent  decline  from  the 
previous  year.  The  significance  of  this  decline  is 
heightened  by  the  fact  that  USAREC  benefited 
from  an  all-time  low  in  GOV  related  injuries. 

Most  noteworthy  is  that  there  were  no  on-duty 
fatalities  last  year.  Consequently,  monetary  losses 
were  also  decreased.  GOV  damages  cost  this  com- 
mand nearly  $2  million  each  year.  These  losses 
do  not  account  for  medical  expenses,  administra- 
tive costs,  and  victims’  claims  against  the  govern- 
ment. Fortunately,  we  are  able  to  recover  some 
funds  from  private  insurance  companies  when  the 
accident  is  caused  by  the  other  driver.  Unfor- 
tunately, if  the  recruiter  is  found  negligent  during 
the  Report  of  Survey  process,  up  to  one  month’s 
base  pay  may  be  charged  to  them  in  an  attempt  to 
recover  lost  funds. 

Congratulations  to  the  Montgomery  Recruiting 
Battalion  for  an  exceptional  year  in  GOV  safety. 
Last  year  while  our  recruiting  battalions 
averaged  27  accidents  at  a cost  of  more  than 
$30,000  per  battalion  - Montgomery  Battalion 
spent  a mere  $3,472  for  GOV  accident  repairs. 

The  battalion  experienced  a total  of  five  GOV  acci- 
dents during  the  entire  fiscal  year,  with  three  of 
their  vehicles  hit  while  unattended  in  parking 
areas. 


If  you  wonder  at  this  feat,  consider  that  the 
Recruiting  Support  Command  recently  went  over 
1 million  miles  driven  without  a recordable  acci- 
dent. Both  of  these  units  will  be  recognized  in  spe- 
cial ceremonies  for  their  remarkable 
achievements. 

MAJ  Jon  Brady,  executive  officer  for  the 
Montgomery  Battalion  says,  “We  all  should  relate 
the  potential  for  accidental  losses  and  its  impact 
on  mission  success.  The  Army  has  standards  for 
every  task,  to  include  the  task  of  driving.  Enforc- 
ing standards  is  quality  production.  Enforcing 
standards  is  cost  control.  Enforcing  safety  is 
safety.”  We  all  should  rationalize  that  the  correla- 
tion of  the  Montgomery  Battalion’s  success  in 
their  recruiting  mission  and  its  safety  record  is 
not  coincidental.  Personal  injuries  contribute  to 
lost  recruiting  manhours,  vehicle  shortages  may 
be  due  to  many  GOV  collisions,  and  damage  costs 
can  lead  to  increased  budget  constraints. 

We  all  must  develop  a higher  degree  of  aware- 
ness regarding  accidents  and  their  impact  on 
successful  recruiting  operations.  A safety  culture 
can  be  a valuable  mission  enhance  because  safety 
conserves  critical  mission  resources  (people/time/ 
money). 

Remember,  accidents  occur  because  standards 
are  not  enforced.  We  must  continue  to  do  better. 
The  numbers  will  tell  the  story.  You  can  make 
mission  safely. 

John  Bogle,  USAREC  Safety  Office 


Market  Report 


Attention  nurse  recruiters! 

A supplement  to  the  October  issue  of  The 
American  Nurse  characterized  important  changes 
in  the  job  market  for  new  nurse  graduates,  which 
you  can  exploit  to  make  mission.  There  are  three 
major  shifts  in  the  nursing  market  that  should  be 
taken  into  account  when  pitching  the  Army  Nurse 
Corps  to  potential  applicants. 

First,  the  ’80s  nursing  shortage  is  not  an  issue 
with  employers  which  translates  into  graduates 
coming  out  of  the  driver’s  seat  and  into  competing 
with  10  to  15  other  applicants,  such  as  nurses 
with  3 to  5 years  hospital  experience,  for  the  same 
job.  Second,  there  has  been  an  increase  of  12  per- 
cent in  BSN  graduates  from  last  year  and  that 
trend  is  expected  to  continue.  Hence,  your  prime 
market  is  expanding  while  the  civilian  employ- 
ment opportunities  are  contracting.  Lastly, 
with  the  proliferation  of 
managed  health  care  or- 
ganizations, they  are  looking 
to  hire  nurses  with  3 to  5 
years  of  hospital  experience  versus 
training  new  nurses  in-house. 

Here,  the  ANC’s  Preceptorship  Program 
can  be  an  invaluable  selling  asset  because 
their  initial  training  is  done  at  Army 
expense,  and  if  they  choose  to  return  to 
civilian  nursing  they  will  have  hospital 
nursing  experience,  and  they  will  be  more 
competitive  in  the  job  market. 

The  bottom  line  — ANC’s  Preceptorship 
Program  provides  initial  hospital  training  to 
new  nurses  with  minimal  obligation  - items  the 
applicant  desires.  The  job  market  is  getting 
tighter  for  the  new  BSN  graduate;  however,  the 
ANC  is  still  hiring,  and  with  bonuses. 

Nurses’  attitudes  about  career  issues 

The  sources  nurses  use  to  find  jobs,  the  kinds 
of  career  goals  they  have,  why  they  entered  the 
profession,  and  what  keeps  them  in  nursing  were 
all  topics  explored  in  a recent  study  titled  “How 
Are  We  Feeling  Today?  How  Today’s  Health  Care 
Professionals  Feel  About  Employment  Issues.” 

Attitudes/perceptions  of  the  job 

Many  nurses  knew  at  an  early  age  they  wanted 
to  be  a nurse.  Several  had  a mother  or 
grandmother  who  was  a nurse. 

Nurses  are  considered  caring  and  nurturing 
people  in  all  aspects  of  their  lives. 

Nurses  feel  the  general  public  is  not  aware  of 
the  technical  knowledge  they  have  acquired 
through  education  and  experience. 

The  aspects  of  the  field  they  like  best  are  the 


flexibility  of  the  occupation,  including  the 
schedule,  variety  of  specialties,  and  variety  of 
facilities. 

The  aspects  of  the  field  they  like  least  are  the 
mundane  tasks  associated  with  nursing,  the  in- 
creasing and  repetitious  paperwork,  the  poor 
image,  and  not  being  given  the  tools  or  support 
necessary  to  do  their  jobs  well. 

Career  goals  and  trends  in  health  care 

Career  goals  for  nurses  involve  further 
education  in  a specialty  area  or  going  into  a 
particular  type  of  delivery  such  as  home  health. 

Nurses  expect  a large  increase  in  home  health 
and  outpatient  care  as  a result  of  health  care 
reform. 

Job  search  process 

Nurses  look  at  job 
opportunities  on  a 
regular  basis  even  when 
satisfied  with  their  cur- 
rent jobs  and  not  seeking 

The  sources  nurses  use  to  find  new  job 
opportunities  are  newspapers,  networking 
or  word-of-mouth,  and  professional  jour- 
nals. 

The  most  important  piece  of  information 
nurses  want  to  see  in  an  ad  is  the  salary  or 
salary  range. 

Without  exception,  nurses  do  not  like  to 
respond  to  blind  ads. 

Nurses  want  to  be  able  to  call  first  (before 
responding  to  an  ad)  to  talk  to  somebody  who 
knows  about  the  available  position.  They  feel 
this  is  a time-saving  step  for  both  them  and  the 
employer. 

Employer  selection 

Nurses  say  they  left  their  previous  employer 
because  of  lack  of  recognition  and  appreciation, 
under-staffing,  undesirable  hours  and  shifts, 
and  lack  of  advancement  opportunities. 

Recognition  and  advancement  opportunities 
are  very  important  to  nurses.  Important 
tangible  benefits  include  health  insurance, 
tuition  reimbursement,  and  retirement  plans. 

Compiled  by  Program  Analysis  and  Evaluation 


Questions  or  comments?  Contact  Sandy  Ramos,  1-800- 
223-3735,  extension  4-0776. 
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USAR  News 


The  USAREC  Liaison 

Team 

Have  you  ever  wondered  where 
you  get  tj  documents  you  need 
to  enli  r sfer  an  applicant?  In 

me  they  are  provided  by 

♦'  USAREC  Liaison  Team  (AR- 

.RCEN)  located  in  St.  Louis, 
Mo.  Here  are  some  of  the  func- 
tions provided  and  some  helpful 
hints. 

Documents  needed 

First  and  foremost,  recruiters 
need  to  always  ask  the  applicant 
for  needed  documents.  In  cases 
where  a document  is  missing,  the 
Liaison  Team  can  probably  help. 
Decide  exactly  what  is  needed  the 
first  time  around.  When  a record 
is  ordered,  undoubtedly  it  will 
take  up  to  three  weeks  to  receive. 
Once  it  is  turned  back  in,  it  may 
take  up  to  30  days  before  it’s  back 
in  the  proper  location.  So  if  you 
forget  to  order  a document  and 
later  find  out  you  need  it,  it  may 
take  the  30  days  plus  three  addi- 
tional weeks  to  retrieve  the  same 
record.  Requests  will  only  be  ac- 
cepted from  your  recruiting  bat- 
talion operations. 

About  DD  Form  215 

ARPERCEN  can  only  change 
items  1 through  22  on  the  DD 
Form  214.  All  other  changes  must 
be  submitted  by  the  soldier  to  the 
Military  Board  of  Corrections.  If 
something  needs  to  be  corrected 
or  changed  the  soldier  must  pro- 
vide proof.  The  recruiting  bat- 
talion will  submit  the  request  on 
USAREC  Form  142.  These  chan- 
ges normally  take  14  days  to  be 
processed. 

Test/physical  data 

Test  and  physical  data  for  IRR 
transfers  can  be  obtained  when 
records  are  available.  Battalion 
operations  should  always  first 


check  the  USAREC  mainframe, 
then  use  the  FOURSTARS  Form. 
Allow  72  hours  for  the  Liaison 
Team  to  respond. 

ALPHA  control 
numbers 

When  an  IRR  soldier  requests 
to  be  transferred  to  a TPU,  the 
recruiter  should  always  screen  the 
narrative  reason  for  separation 
against  AR  140-10,  table  4-1  and 
4-2.  USAREC  Reg  140-3  and  AR 
140-10  will  instruct  you  on  what 
is  needed  to  properly  transfer  a sol- 
dier. Anytime  a condition  war- 
rants other  than  honorable, 
ARPERCEN  clearance  is  re- 
quired. ARPERCEN  clearance  is 
granted  through  an  ALPHA  con- 
trol number.  Battalion  operations 
will  provide  DA  Form  4187, 
USAREC  Form  1027/1028  when 
needed,  and  all  supporting  docu- 
ments to  support  that  the  condition 
no  longer  exists. 

■ Verification  of  Character  of 
Service  (i.e.,  DD  Form  214 
long  form,  NGB  22,  NGB 
55,  Orders). 

■ Check  height  and  weight 
(submit  body  fat  work  sheet 
when  required). 

■ Provide  doctor  statement  for 
pregnancy  discharges. 

■ All  required  waivers  will  be 
submitted  in  hard  copy  only. 

■ Soldiers  who  have  been  dis- 
charged will  not  be  given  a 
number. 

■ Soldiers  who  were  released 
under  the  VS  I/S  SB  program 
have  reenlistment  contracts. 

Reenlistments 

■ Must  be  completed  IAW 
AR  140-111 

■ Number  of  years  must  be  3, 

4, 5,  or  6. 

■ Copy  will  be  faxed  to  the 
ARPERCEN  Liaison  Team 
within  48  hours. 


Missing  orders 

Where  are  my  assignment  or- 
ders? Sometimes  assignment  or- 
ders get  lost  or  routed  to  the 
wrong  place.  Here’s  what  to  do. 

■ Wait  60  days  from  the  date 
the  reservation  was  made  on 
REQUEST. 

■ Provide  a copy  of  original 
DA  Form  4187  and  RE- 
QUEST reservation  (write 
“TRACER”  on  both). 

■ Orders  will  be  sent  to  the 
recruiting  battalion  only. 

Nurse  assistance 

All  requests  for  nurse  informa- 
tion will  come  from  recruiting  bat- 
talion operations. 

Support 

The  Liaison  Team  is  there  to 
help  you.  Please  work  all  requests 
through  your  recruiting  battalion 
operations,  as  calls  from  in- 
dividual recruiters  will  not  be  ac- 
cepted. Please  route  all  calls 
through  your  Liaison  Team.  Calls 
to  other  offices  only  slow  down 
the  process  and  in  some  cases  stop 
actions  already  being  worked.  Do 
not  have  applicants  call. 

For  additional  information  or 
comments  contact  MSG  Himikel, 
DSN  464-0873,  or  1-800-223- 
3735,  extension  4-0873. 


Questions  and  Comments 

If  you  have  a question  or  an  idea 
you  want  to  share  with  others, 
write  us.  Please  be  as  detailed  as 
possible. 

Send  mail  to: 

Commander,  USAREC 
Director,  Reserve  Affairs 
ATTN:  RCRC-PPS-TIPS 
Fort  Knox,  KY  401 21 
The  point  of  contact  is  MSG 
Leonard  Himikel,  1-800-223- 
3735,  extension  4-0873. 


The  Test 


1.  Consolidated  leads  lists  do  not  need  to  be 
transferred  to  the  general  LRL. 

a.  True 

b.  False 

2.  What  is  the  last  task  an  RS  commander  should 
do  during  DPR? 

a.  Review  suspense  dates 

b.  Schedule  next  DPR 

c.  Check  recruiter  appearance 

d.  Review  school  folders 

3.  USAREC  FL  41  is  only  required  for  waiver  pro- 

cessing when  potential  applicant  was  detained 
for  a period  of ? 

a.  10  days 

b.  90  days 

c.  1 day 

d.  14  days 

4.  DTP  follow-up,  in  the  case  of  a split  training 

option  enlistee,  is after  the  individual 

ships  to  BT. 

a.  annually 

b.  serrff£nnually 

c.  quarterly 

d.  not  required 

5.  If  an  applicant  retests  positive  for  THC,  he  or 

she  is  disqualified  for from  date  of  retest. 

a.  2 years 

b.  6 months 

c.  1 year 

d.  30  days 

6.  DA  Form  1811  may  be  used  for  enlistment  if 

applicant  has  a break  in  service  less  than 

a.  1 year 

b.  6 months 

c.  1 8 months 

d.  3 months 

7.  To  enroll  in  the  ROTC  Advanced  Course  non- 

scholarship  program,  a person  must  have  a re- 
maining MSO  of . 

a.  1 year 

b.  6 months 

c.  3 years 

d.  4 years  or  more 

8.  If  applicants  lack  documentation  for  promo- 

tion at  time  of  enlistment,  they  may  submit  sup- 
porting documents  within of  active 

service? 

a.  any  time 

b.  1 month 

c.  1 2 months 

d.  2 years 


9.  An  applicant  with  a spouse  who  is  a member 

of  a Reserve  component  and  has  a dependent 
under  the  age  of  18  must  submit  a waiver  re- 
quest to . 

a.  USAREC  CG 

b.  no  waiver  required 

c.  no  waiver  considered 

d.  PERSCOM  CG 

10.  When  a currently  registered  nurse  (RN)  calls 
or  walks  into  your  recruiting  station,  you  should 


a.  give  her  an  EST/CAST 

b.  refer  her  to  the  nurse  recruiter 

c.  initiate  an  enlistment  packet 

d.  initiate  USAREC  Fm  200 

11.  It  is  reasonable  to  expect  the  Army’s  market 

share  to  exceed  all  the  other  services . 

a.  in  all  cases 

b.  in  most  cases 

c.  occasionally 

d.  depending  on  the  area 

12.  Under  the  Alternate  Training  Program  what  is 
the  minimum  period  of  time  on  IADT  for  a person 
to  be  considered  deployable? 

a.  4 weeks 

b.  6 weeks 

c.  9 weeks 

d.  12  weeks 

13.  When  the  lead  list  from  any  secondary 

school  is  less  than of  the  senior  class 

population,  the  recruiter  must  complete  the  list 
by  construction. 

a.  85  percent 

b.  65  percent 

c.  90  percent 

d.  50  percent 

14.  For  ANC  recruiters,  current  year  seniors  and 

graduates  within  graduation  date  plus 

are  protected. 

a.  90  days 

b.  6 months 

c.  1 year 

d.  30  days 

15.  Telephonic  police  checks  from  a military  in- 
stallation are  authorized  for  an  applicant  requir- 
ing a waiver. 

a.  True 

b.  False 


(The  answers  to  this  month’s  Test  can  be  found 
on  the  Inside  back  cover.) 
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Salutes 


ALBANY 

SFC  Raymond  P.  Riley 
SSG  David  E.  Simons 
ATLANTA 

SFC  Richard  A.  Smith 
SSG  Woanibbie  Gilliam 
SFC  Donald  M.  Phillips 
BRUNSWICK 
SFC  Jeffrey  Ricker 
COLUMBIA 
SFC  Henry  D.  Phillips 
SSG  Gary  V.  Hancock 
SSG  Roberto  Serrano 
SSG  Christopher  F.  McCann 
COLUMBUS 
SFC  Lloyd  E.  Swaringer  Jr. 


ALBANY 

SGT  Paul  V.  Clotar 
SSG  Aldo  Amoroso 

ATLANTA 

SSG  Winston  B.  Owens 
BALTIMORE 
SSG  Curtis  J.  Hoosier 
SSG  Rosa  C.  Stewart 
SGT  Bruce  S.  Hopkins 
SSG  Aurelio  Santiago 
SSG  Willie  M.  Wilson 
SSG  Calvin  E.  Huger 
BECKLEY 
SFC  Richard  Dennis 
SFC  Mary  D.  Hill 
CHICAGO 
SGT  Steven  R.  Merry 
CLEVELAND 
SGT  Douglas  T.  Godfrey 
SSG  Ricky  R.  Bragg 
SSG  Anthony  T.  Rolfe 
SGT  Bonnie  T.  Hutchings 
SFC  Daniel  J.  Campbell 
COLUMBIA 
SSG  Douglas  Brown 
SSG  Brian  E.  Birchell 
SSG  Marvin  R.  Nance 
SGT  Stomy  L.  Gillens 


Rings 

DES  MOINES 

SFC  Joseph  R.  Patrick 
GREAT  LAKES 
SSG  David  M.  Holliday 
SFC  David  Babcock 
SFC  Alvienia  D.  Pender 
HARRISBURG 
SGT  Hezekia  Barrett  Jr. 
INDIANAPOLIS 
SFC  Ronald  D.  Torbet 
JACKSONVILLE 
SSG  Nathan  G.  Robins 
SFC  Billie  W.  Swain 
LOS  ANGELES 
SSG  Keith  D.  Bellew 
SFC  Nancy  A.  Welch 


COLUMBUS 

SSG  Gregory  M.  Graber 
SFC  Rick  J.  Freeman 

DALLAS 

SSG  David  M.  Weems 

DENVER 

SGT  Phillip  C.  Stevenson 
GREAT  LAKES 
SGT  Kenneth  B.  Buff 
SGT  Scott  A.  Spitler 
SGT  Kimberly  S.  Fegreus 
SSG  Gerald  B.  Matthews 
INDIANAPOLIS 
SSG  Andrew  Brown 
JACKSONVILLE 
SGT  Franklin  Pitts 
SSG  Philip  Ahtes 
LOS  ANGELES 
SSG  Andrew  L.  Price  Jr. 
MINNEAPOLIS 
SSG  Jeffrey  L.  Arnold 
SGT  Steven  P.  Morgan 
SFC  Edward  E.  Barton 
SSG  Robert  Pallay 
MONTGOMERY 
SSG  Jeffrey  Leeds 
SSG  Tommy  Howard 
SFC  Michael  S.  Sargent 


MONTGOMERY 

SSG  Goerge  D.  Merkel 
SSG  Ralph  Hawn 
OKLAHOMA  CITY 
SFC  Eddy  C.  Capps 
SFC  Stephen  K.  Davis 
PITTSBURGH 
SSG  Michael  T.  Morgan 
SFC  Jesse  M.  Lopez 
SAN  ANTONIO 
SFC  Rickey  L.  Kemp 
SANTA  ANA 
SGT  John  D.  Parks 
SEATTLE 

SSG  Patrick  McKitrick 


SSG  Joe  A.  Blevins 
NEW  YORK  CITY 
SSG  Abelito  T.  Solis 
SSG  Sebrina  C.  Minter 
SSG  Elvis  Matthews 
SSG  George  Payton 
SSG  Darryl  L.  Hall 
SSG  Willie  T.  Felder 
PITTSBURGH 
SSG  David  J.  Dicicco 
SSG  Steven  C.  Griswold 
PORTLAND 
SGT  Andrew  S.  Niberger 
RALEIGH 

SSG  Corbett  B.  Guy  Jr. 
SGT  Kevin  A.  McPherson 
SACRAMENTO 
SSG  Craig  E.  Beckman 
SSG  Nagee  Lunde 
SALT  LAKE  CITY 
SSG  Jimmy  Rhoden 
SGT  Daniel  E.  Halvorsen 
SGT  Brady  J.  Clay 
SYRACUSE 
SSG  Donald  R.  Clements 
SSG  William  L.  Goble 
TAMPA 

SSG  Horace  T.  Sapp 


Gold  Badges 


Recruiter  Journal 


RSC  Schedule 


RSM  January  1994 
Cinema  Van 

BALTIMORE,  10  - 28  Jan 
DES  MOINES,  24  - 31  Jan 
INDIANAPOLIS,  17  - 27  Jan 
NEW  ORLEANS,  13  - 31  Jan 
OKLAHOMA  CITY,  12  - 31  Jan 
SACRAMENTO,  12-  31  Jan 
SEATTLE,  12 -28  Jan 

Cinema  Pods 

ATLANTA,  12-31  Jan 
COLUMBUS,  12  - 28  Jan 
HOUSTON,  17 -26  Jan 
MINNEAPOLIS,  12  - 31  Jan 
SACRAMENTO,  14  - 31  Jan 
SANTA  ANA,  14-31  Jan 
ST.  LOUIS,  15 -28  Jan 

RSM  February  1994 
Cinema  Van 

ALBANY,  28  Feb 
COLUMBIA,  1 - 11  Feb 
DALLAS,  7 - 28  Feb 
DES  MOINES,  1 - 18  Feb 
HARRISBURG,  1 - 24  Feb 
JACKSON,  7 - 25  Feb 
MINNEAPOLIS,  22  - 28  Feb 
NEW  ORLEANS,  1 - 4 Feb 
OKLAHOMA  CITY,  1 - 4 Feb 
RALEIGH,  14  - 28  Feb 
SACRAMENTO,  1 - 4 Feb 
SALT  LAKE  CITY,  1 - 25  Feb 
SANTA  ANA,  7 - 25  Feb 

Cinema  Pods 

ALBANY,  1 - 18  Feb 
ATLANTA,  1 - 4 Feb 
BRUNSWICK,  23  - 28  Feb 
CHICAGO,  15-28  Feb 
GREAT  LAKES,  21  - 25  Feb 
HARRISBURG,  21-25  Feb 
JACKSONVILLE,  22  - 28  Feb 
KANSAS  CITY,  1 - 18  Feb 
LOS  ANGELES,  14  - 28  Feb 
MINNEAPOLIS,  1 - 11  Feb 


Answers  to  the  Test 


1.  a,  USAREC  Reg  350-7,  para  4-1  la 

2.  b,  USAREC  Reg  350-7,  App  M,  para  h 

3.  c,  USAREC  Reg  601-94,  para  5q 

4.  c,  USAREC  Reg  350-6,  para  6-2a(4) 

5.  a,  USAREC  Reg  601-56,  para  2-4a 

6.  b,  USAREC  Reg  601-210,  para  5-1 3a 

7.  d,  USAREC  Reg  601-210,  para  10-8b 

8.  c,  USAREC  Reg  601-210,  Table  2-3,  Rule  K 

9.  c,  USAREC  Reg  601-210,  Table  3-1,  Rule  F2 

10.  b,  USAREC  Reg  350-7,  para  4-20  (note) 

11.  a,  USAREC  Reg  350-7,  para  2-1 0a 

12.  d,  USAREC  Reg  601-210,  para  5-65b(2) 

13.  a,  USAREC  Reg  350-6,  para  3-1 4a 

14.  b,  USAREC  Reg  600-22,  para  5d(3) 

15.  a,  USAREC  REG  601-94,  para  5i 


Many  Thanks 


HQ  USAREC  sends  many  heartfelt 
thanks  to  the  hard-working  staff  at  the 
Fort  Knox  Training  Support  Center  (TSC) 
for  their  photographic  support. 

HQ  USAREC  does  not  have  a photogra- 
pher assigned,  so  we  rely  on  Fort  Knox 
TSC  to  help  us  in  a variety  of  projects. 

Last  month,  photographers  Rodney 
Prickett  and  Greg  Calidonna  exceeded  all 
expectations  to  help  the  RJ  staff  produce 
our  December  cover,  one  that  has  re- 
sulted in  a record  number  of  positive 
comments. 

This  month,  four  separate  photogra- 
phers shot,  processed  and  printed  hun- 
dreds of  photographs  in  support  of  the 
Annual  Awards  Board,  not  just  for  the 
Recruiter  Journal,  but  also  for  the  com- 
mand and  the  participants.  These  four 
photographers  were  Christ!  Scovel,  Phil 
Corbit,  Greg  Calidonna,  and  Rodney 
Prickett. 

Thanks,  guys! 
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